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DON’T MUFF THIS ONE 


Are You Handicapped in Finding Prospects? 
Are You Handicapped in Getting Interviews? 
Are You Handicapped with “Paper Profits”? 


If you have such handicaps, then why fight a losing battle in 1925? When “THE 
BAILEY SYSTEM” will bring your prospects to you 

“THE BAILEY SYSTEM” will furnish you seven interviews per day 

“THE BAILEY SYSTEM” will handle your notes without discount or recourse to you 





Below, is the November paid for production of ten of my only fourteen “PINCH HITTER” 


No. Applications Total Volume 
SS 


Le 
3 
8 


Cash settlements received with each of above applications. .329 











“THE BAILEY SYSTEM” made no drive, conducted no contest in November. It was just the 
twelfth month of its nineteen months of existence north of the “Mason Dixon Line” of a million 
a month production 

“THE BAILEY SYSTEM” is doubling its organization of fourteen pinch hitters for its 1925 drive. 
in it’s humanity's war for dependence and will give to fourteen additional high grade men with 
character and proven ability not only salary and a bonus, but a system that will dignify their pro- 
fession of Life Underwriting. Not morning lectures—schools—nor master letter writing (telling 
you how) but a system that will put you among the above Million Dollar a Year “Pinch Hitters,” 
by relieving you of all lost motion and worry as to prospects, settlements and conveyance, as this 
is all pre-arranged—just a complete setup of $100,000.00 of good, clean business per month for 
you. Let’s talk about this System, and your future for the ensuing year 

Good personal appearance, knowledge of personal estate service, tact and diplomacy absolutely es- 
sential. Write, wire or ‘phone 


“THE BAILEY SYSTEM” 


PERSONAL ESTATE SERVICE 
FRED BAILEY, Manager 


Inter-Southern Life Insurance Company 
512-13-14-15-16 Roanoke Bldg. 


Phone State 7761. 11 So. La Salle St., Chicago, Ill. 








The Object in Training Life Underwriters 


Ninth Paper 


The Equitable Life Assurance Society of the United States 
has always insisted that the life underwriter must be a trained 
expert. But the reason for this is not clearly recognized by 
the people. Nor isit thoroughly understood by the agents them- 
selves. Indeed, the general belief is diametrically opposed to 
the truth. It is vaguely imagined that the object of this training 
is to furnish the agent with information to be passed on to his 
clients. On the contrary, the object is to save his clients the 
necessity of delving into the principles and practice of life insur- 
ance, or of studying the technical details of the business. 


The agent’s province is precisely like that of the lawyer or 
physician. 

A client goes to the lawyer for the express purpose of avozd- 
ing the necessity of studying legal theory and practice. 


An invalid goes to the physician to be cured; not to listen 
to lectures on anatomy, physiology, and surgery. 


But the client would not think of going to the lawyer un- 
less he believed him to be a professional expert. Nor would the 
invalid go to the doctor unless he believed him to be a thor- 


oughly competent physician. 


Thus it should be with the agent. His aim should be to get 
a training that will fit him to practice his calling as a profession. 


The father of a family and the business man, want protec- 
tion and peace of mind. They do not want to become insurance 
experts. But they know, or ought to know, that they need the 
advice and guidance of a trained expert—a professional life 
underwriter. 
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TRAVELERS DUPLICATES 
HALF RATE CONTRACTS 


Announcement to Field Men Says 
the Convertible Term 
Fills Need 


OTHERS WILL STAY OUT 
No Evidence That New York Home 
Offices Are Ready to Meet This 
Competition 





NEW 


nouncement 


YORK, Nov. 
the Travelers 
will duplicate the Aetna Life “so called 
ialf-rate life not far 
resulted in any change of attitude toward 
this contract by New York companies. 
Although official announcement of 
any kind has been made by the com- 
panies here in the matter it can be 
fairly well predicted that none of them 
issue the half-rate policy in the 
near future. There seems no disposi- 
tion to say that it ever will be issued. 


20.—The an- 


of that it 


policy,” has so 


no 


will 


Will Meet Competition 


The announcement of the form by the 
Travelers Insurance Company was de- 
cidedly a half hearted proposition. It 
is stated that this policy only will be 
issued because of the demand on the 
part of the field force and that it is the 
belief of the company that the five year 
term with conversion to whole life is a 
better plan to meet the need for which 
the half-rate policy is required. 

The Travelers states “We are pre- 
pared to issue upon application a dupli- 
cation of the Aetna policy with the 
exception that the indefinite rate of 
interest provided in connection with cer- 


tain features of the Aetna policy is 
eliminated in order that the Travelers 
trust agreement program may be ap- 


plied to this contract under conditions 
announced early this year for the treat- 
ment of proceeds of regular contracts. 


The announcement goes to point out 
other defects in the form as seen by 
the Travelers and it concludes with the 
following statement: 


Can Exchange Time 


This contract may appeal to some 
of your clients, and they may purchase 

Later they may not be as satisfied 
with the purchase and we will therefore 
any time during the first five 
vears of the existence of such a contract 
to exchange it, without medical examin- 
ation, for any regular life or endowment 
contract for like amount then issued by 
the Travelers Insurance Company, at 
the regular premium rate for the at- 
tained age of the insured, including dis- 
ability provision if one shall have been 
included in the original contract, and 
subject to the limits of the company as 
t for benefits in event of 


Amy 


agree 


to provisions 
permanent total disability.” 

The view of one New York company 
was expressed when one of its officers 
said, “We do not feel that it is neces- 
sary for us to offer every form of con- 
tract that is put out by other companies. 





AWAIT APPOINTMENT 


REPORT SEARLE IS FAVORED 
President Clegg Awaits Trustees’ Ap- 
proval Before Naming an Assistant 
for National Association 





PHILADELPHIA, PA., Dec. 1.— 
Announcement of the appointment of 
an assistant to the president of the Na- 
tional Association of Life Underwriters 
which was expected today, has been held 
up until all of the six members of the 
board of trustees have had opportunity 
to express their preference. It is said 
that only four have been heard from at 
this date. 

Searle Likely Candidate 


The feeling persists that the appointee 
will be William A. Searle, of Haddon- 
field, N. J., although President Clegg 
has given no indication as to who will 
be selected. The exact scope of the new 
position will be determined gradually, 
after the appointee has become “accli- 
mated.” No one is prepared to say how 
much of the assistant’s time will be 
spent in office work and how much in 
the field. It is expected that his head- 
quarters, at least temporarily, will be in 
Mr. Clegg’s office in the Penn Mutual 
Life building. The present occupants of 
this office are President Clegg himself 
his secretary, Miss Margaret C. Bright, 
and George M. Cannell, acting chairman 
of the entertainment committee of the 
Philadelphia Association of Life Under- 
writers. 


As far as I know, we have no plans 
for issuing the half premium policy.” 


Another company said, “I am quite 
sure that this company will not issue 
the half-rate policy. It is open to mis- 
representation and there are always 


enough unscrupulous agents so that it 
is not wise to issue contracts which will 
encourage them to misrepresent life in 
surance.” 

Step Back Toward Assessment 


The opinion has been expressed by 
actuaries that the half rate policy is a 
step backward in the direction of the 
contract. In other words, it 
is getting away from the level premium 
plan and is in effect a step rate policy 
with only one step. It is acknowledged 
that it is a sound proposition and that 


assessment 


everyone understands exactly what is 
being done, it often will fill a need, 
but the tendency is not liked by these 


actuaries. They that if a man pur- 
chases one of these half premium poli 
cies today at age 30 with the idea at age 
35 he will be drawing a larger salary, 
why should he not also drop his policy 
at age 35 and take out another half 
premium contract in view of the fact 
that he expects to have a higher salary 
at age 40 then at age 35. Undoubtedly 
in the five years which have passed be 
tween age 30 and 35 his responsibilities 
will have increased, his need for more 
insurance will likewise have increased 
He is quite likely to have more de- 
pendents than at age 30. This shows 
that it is a tendency towards a life in- 
surance premium which steps up every 
five years and the next step would prob 
ably be to the renewable term policy 
which steps up annually. 


Sa\ 


CONTROVERSY STILL ON 


MAY GO BEFORE OFFICIALS 


Outcome of Half-rate Policy Fight in 
Doubt Under Changed 
Circumstances 


The halt-rate policy controversy may 

placed before the commissioners 
when they convene for their semi-annual 
meeting in New York next week, al- 
though not betore the convention as a 
whole Lawrence Priddy of New York 
who has led the fight against this policy, 
asked the permission of the commission 


be 


ers to appear before the National Con 
vention at its mid-winter session next 
week. Commissioner Button of Vir- 
ginia, secretary of the convention, 


pointed out that this privilege could not 
be accorded him, but the committee on 
rates insurance i would be 
glad to hear him at a meeting scheduled 


ol companies 


to be held the day before the conven- 
tion meets 
As the committee which will hear Mr 


Priddy is the committee on rates, the 
outcome of the appeal is in doubt, as the 
been proven actuarily sound 
This point has not been contested by the 
agents who objected to the policy The 
name of the policy and the selling meth 
ods used by the agents and brokers has 
constituted the basis of the attack. Sev- 
the commissioners who have 
een approached on the subject by life 
underwriters have stated that they are 
not opposed to the policy on any ground 


polic V has 


eral oft 
} 


other than that of the name which classi- 
fied it as a half-rate policy As the 
Aetna has completely eliminated the 
word “half” from its name and the Pru 
dential has modified its policy name to 
clearly point out the exact status of the 
policy, this objection may now be met 


Interest Is Maintained 
There is added interest in the contro 
versy this week, however, as the lrav 
elers is announced as preparing a sched 
ule to meet the Aetna competition 
on this form hat is the first sign of 


others following suit and, as it was orig 


inally announced that some 11 other 
companies were contemplating the issue 
of such a policy, the adoption of the 
form by the Travelers may launch the 
swing towards its general adoption as a 
standard form here is continued ac 
tivity among the associations on this 
issue and local organizations of agents 
in various parts of the country are still 
taking up the endorsement of the New 
York resolution, Some are expressing 
sympathy with the attempt to remove 
the policy, while others are deferring 
action, the latter course appearing to 
pre lominate at present, possibly await 
ing the outcome of the companies’ 
change in name for the torm 
DETROIT DEFERS ACTION 
DETROIT, MICH., Dec. 4.—At a 


meeting of the executive committee ol! 


the Life Underwriters’ Association ot 
Detroit the question of concurring in 
the action of the Life Underwriters’ 
Association of New York in protesting 
against the issuance of the new whole 
life policy with half-rate for the first 
five years was discussed, and it was 


decided to postpone action for further 
consideration of the proposal. 


GUARDIAN LIFE GOES 
ON MUTUAL BASIS 


Will Meet Cost From Contingent 
Reserve With Reducing 
Surplus 





STOCK PRICE $150 A SHARE 


Company Known For Pioneer Work In 
Policyholders Service—Formerly 
Germania Life 


NEW YORK, Dec, 2.—The mutual- 
ization of the Guardian Life of this city 
plans for which were announced today, 
make the fifth stock life 
company to follow that 
Metropolitan, Prudential, 
New York, Home Life and Provident 
Mutual other big companies that 
have transferred from the stock basis to 
the mutual The Life 


has had a mutual aspect for many years 


will insurance 


route. The 
Equitable of 


are 


basis Guardian 


as its charter was amended in 1901 giv- 
ing the policyholders the right to vote at 
annual elections with one vote for each 
$100 policy reserve. The Guardian 
Life made excellent progress and 
during the past six years has announced 
a number of increases in dividends. On 
the of proportionate surplus to 
liabilities, it is one of the strongest com 


ot 


has 


basis 


panies. At the end of this year it will 
have approximately $250,000,000 in 
lorce 

Besides its financial strength the 
Guardian Life is noted for its pioneer 


work in health service and other policy 


holder service features. 
Is Well Established 
The Guardian Life Insurance Com- 


pany of America is 64 years old having 
been founded in 1860 as the Germania 
Life Insurance Co On Dec. 5, 1917 
the name was changed to the Guardian 


Life At the same time it was decided 
to confine the writing of new business 
to within the continental limits of the 
United States. In 1923 the company’s 
business in Germany and in Austria 
Hungary was liquidated with the ap 


proval of the governments of both of 
those companies and of the superintend- 
ent of insurance of New York State 


Leaves Surplus Untouched 


The mutualization has 
been provisionally 


superintendent of 


plan, which 
approved by the 
insurance and which 
will also be approved by the majority 


vote of the stockholders Dec. 15 and of 
policyholders on Jan. 22 provides for 
the payment for the stock at a rate of 


$150 for each share of a par value of 


$50. This is a comparatively low price 
to pay under the circumstances. The 
total cost of the mutalization, abort 


$400,000, comes out of a special contin- 
gency reserve not required by law. This 
reserve is estimated at about $650,000 
as of Dec. 31, 1924 and it will therefore 


be unnecessary to dip into the com- 
pany'’s surplus which Dec. 31, 1923 was 
$3,131,079. There are 4,000 shares of 


stock outstanding at $50 par value. The 
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company is to make payment for the 
stock on Jan. 28, 1925 by the deposit 
with the Bank of Manhattan Co. of the 
sum of $600,000. 
held in trust for the policyholders un- 
til all the capital stock has been ac- 
quired. 
To Vote on Plan 

The vote of the policyholders at the 
meeting Jan. 22, 1925 will be limited to 
those insured for at least $1,000 and 
whose insurance shall have 
force for at least one year prior to the 
date of the meeting. 

In 1921 a separate policyholders ser- 
vice department was established coor- 
dinating these various services. This 
was the first such department to be es- 
tablished by an insurance company. 
The first year’s health service is based 
on the physical examination given in 
the accepting of the risk, the second 
year it is based upon urinalysis and the 
third year a full examination by the 
Life Extension Institute is given. 
other —e apply to the conservation 
of the business, the conservation of the 
proceeds of the policy and a budget sys- 
tem for policyholders. 

In 1915 the Guardian Life health ser- 
vice was started that time a 
number of services to policyholders have 
been put into force with the idea that a 
life insurance company can be of con- 
siderable service to its policyholders 
during their lives as well as in the pay 
ment of policy proceeds after death. 


Since 


TO DECLARE STOCK DIVIDEND 


North American Life of Chicago to In- 
crease Capital from $700,000 to 
$1,000,000 


The North American Life of Chicago 
has presented to its stockholders a pro- 
posal to increase the capital from $700,- 
000 to $1,000,000 by a stock dividend. 
This will entitle each stockholder to 
three additional shares for each seven 
now held. The North American Life 
has been increasing its volume of busi- 
ness rapidly, and through careful under- 
writing has operated on a_ profitable 


basis, building up a large surplus, a part 
of which will be used for the proposed 
issue of new stock 


Observe Moriarty Month 
The Missouri 


nated December as 
honor of Second 


Moriarty As the 


has desig- 
Moriarty Month in 
Vice-president John 
genial vice -preside nt 
arranged all of the details for the big 
trip to Havana, Cuba scheduled for 
1925 the boys are certain to end the vear 


State Life 


( 
in a big drive in honor 


Cuba May Demand Guaranties 
A bill has oduced in the 


house of representatives of Cuba, pro 
posing that guaranties be demanded ot 


been int 


insurance companies If this bill be- 
comes a law, no new insurance com 
pany can go into business until it has 
deposited a guaranty according to the 
following rating Fire insurance com- 
panies, $300,000; life companies, $200, 
000; bail insurance companies, $200,000; 
risk and accident, $200,000; marine, 
$200,000; and guaranty companies, $200, 
000 The bill provides that this guar- 

treasury 


deposited in the 
: h. anv other 


, any kind ot 
prohibited 











To Celebrate Diamond Jubilee 


The Aetna Life will in 1925 complete 
anniversary as a life insurance 
compan) [his company commenced as 
part of the Aetna Insurance Company 
75 years ago, when it began to write 
unds Plans have not been 

decided upon as to the commem- 
this event, but undoubtedly a 
jubilee anniversary will be 
he way of sales effort on 
department, which 
interesting lit- 


its 75th 


t 
fully 
oration ol 
diamond 
marked in t 
behalf of the life 
promises no doubt 
erature and advertising. 


some 


This amount will be | 


been in | 


The | 


| 
made 


MERCHANTS GOOD PROSPECTS 





Northwestern Mutual Life Gives Rea- 
sons Why Dealers Should Be So- 
licited by Insurance Agents 


The Northwestern Mutual Life has 
made a study of its experience in writ- 
ing insurance on merchants. A mer- 


“ANALYZES EXPERIENCE 


| 


chant encounters more financial hazards 


especially when 
that he 


than men in other lines, 


it is taken into consideration 


usually puts all of his available capital | 


into his business and risks everything on 
his ability to buy at the right time the 
style, quality and quantity of goods that 
will sell at a satisfactory advance over 
cost. The average merchant reaches 
the peak of his prosperity during his 
fifties, when his judgment is mature, his 
organization most efficient, and his good 
will is established. Nevertheless, 20 per- 
cent of the merchants are dependent at 
65, and more than 30 percent after 75. 


Must Lay Aside Surplus 


This indicates the need for laying aside 
a surplus. He should put a part of his 
income aside to create a sinking fund, 
a stabilizer of credit, a provision for his 
dependents, a guaranty of comfort for 
his own old age, all of which can best 
be served by life insurance. 

The Northwestern Mutual's experi- 
ence in writing merchants has followed 
very closely the swing of the business 
pendulum, as that has much to do with 
the prosperity of the merchant. The 
year 1921 was one of depression; 1922 
made some strides towards recovery; 
1923 was a year of prosperity. The in- 
dications for 1924 are that profits will be 
lower than those of 1923, although No- 
vember and December of 1924 are ex- 
pected to show improvement in all 
branches of industry. The low point in 
life insurance on merchants was passed 
in August, 1921, both in number of lives 
and in amount, whereas 1923 showed an 
increase over 1922 of 49 percent in the 
number of merchants written, and 75 
percent in the amount of insurance. 
The amount of insurance written on 
merchants during the first six months of 


| 


AETNA LIFE 


The Aetna Life is now granting grad- 
without 


uate nurses’ tees 
nearly all of its accident, health and dis 
ability policies. These nurses’ tees are 


made a part of old policies as well as 
new ones and claim adjusters have been 
authorized to read into all previous ed- 
itions of most policies the new nurses’ 
This provision 
insured is necessarily 
= — 

attended by a graduate nurse within 90 
days from date ot accident, of 50 percent 
of the weekly indemnity for not exceed 
ing 20 weeks provided that no claim is 
for hospital indemnity. 

Income accident policy, form 3658, has 
been issued in a revised edition and is to 


lee provision. 
nurses’ fee, if the 


take the place of form 3597 which has 
been used heretofore in all states ex- 
cept lowa. There is no material change 
in the coverage. Nurses’ fees are pro- 
vided with terms described above as a 


regular part of the policy. A limitation 
has been added to the policy providing 


that in the event of disability due to 
hernia, the company will pay weekly 
indemnity for a period not exceeding 


two weeks. 
Pm 8 


CONTINENTAL CASUALTY 
The Continental Casualty announces 
that it is liberalizing its supplementary 


CHANGES IN DISABILITY POLICIES 


Brief Review of News About Policies, Riders and Rates, Which Are Given 
in Full in the Policy Analysis Section of the A & H Monthly Bulletins, 
Published by The National Underwriter 


charge on | 


grants a} 


OBJECTS TO PROPOSAL 


W. N. VAN CAMP MAY RESIGN 





Incoming Governor May Insist Upon 
Plan to Submerge Identity of 
Insurance Department 





PIERRE, S. DAK., Dec. 3.—There 
is a possibility that W. N. Van Camp, 
Insurance Commissioner of South Da- 
kota may resign shortly after the first 
of the year. It is understood that the 
incoming governor of the state is fav- 


| orable to the adoption of a plan that 


will submerge the identity of the in- 
surance department. Mr. Van Camp 
feels that he could not work in harmony 
with such a program, and if the sug- 
gested plan is adopted, Mr. Van Camp 
will tender his resignation to become 
effective shortly after Jan. 1, or as soon 
as a successor can be appointed. 
May Enter Fire Insurance 


If he resigns, Mr. Van Camp will un- 
doubtedly enter the fire insurance busi- 
ness in some capacity, probably as state 
or special agent in South Dakota. As 
insurance commissioner of South Da- 
kota, Mr. Van Camp has made an ex- 
cellent record. He is chairman of the 
executive committee of the National 
Convention of Insurance Commissioners. 
Companies operating in South Dakota 
are hoping that the suggested plan will 
not be put into effect and that Mr. Van 
Camp will not feel it necessary to re- 
linquish his position. 


1924 has fallen $3,700,733 
responding period of 1923. 

The prospects now are very satisfac- 
tory, for business has recovered and bids 
fair to expand more. Sound principles 
were sustained at the recent election, 
and many industries are freed from the 
danger of a downward tariff revision. 
Merchants dealing in builders’ and 
painters’ materials and supplies, in house- 
hold furnishings, in electrical supplies 
and in related lines have been heavy 
earners. Now, is the time for the life in- 
surance agent to take advantage of this 
prosperity by showing the merchant the 
necessity for stabilizing his business 
through insurance reserves. 


eis the cor- 


agreement to non-cancellable policies is- 
sued recently, which provided hospital 
indemnity under same conditions as in 
policy equal to 75 percent of monthly) 
indemnity during exclusion period so 
that this agreement instead of becoming 
effective six months after its date for 
both accident and sickness 
the policy, becomes effective from date 
of execution of agreement for accidents 
and six months after date of agreement 
for sickness. No change is made in the 
rates announced for the original agree- 
ment which were for each $10 of 
monthly indemnity: Two weeks’ exclu- 
sion period, 30 cents; one month exclu- 
sion period, 40 cents; two months’ ex- 
clusion period, 45 cents; three months’ 
exclusion period, 50 cents. 
KOKOMO LIFE & ACCIDENT 

The Kokomo Life & Accident has is- 
sued recently a special teacher's policy, 
carrying $1,000 principal sum, $150 
monthly indemnity during the school 
year and $50 monthly indemnity during 
the summer vacation for loss of time due 
to accident, and health indemnity of 
$100 a month during the school year 
and $50 a month during the summer va- 
cation. The policy contains provisions 
for double indemnity, surgeon’s fees, 
funeral benefits, hospital and quaran- 
tine indemnity. 


por tions ol | 


LOOK FOR PROSPERITY 


EXPECT LIFE INSURANCE BOOM 





Managers and General Agents Are 
Building Up Their Agencies to 


Reap Great Harvest 





Life insurance men seem to be unan- 
imous in the opinion that the greatest 
era in the history. of the institution lies 
just ahead. They assert this in the face 
of the fact that 1923 was the biggest 
year up to that time, and that most 
companies are showing an even greater 
increase this year. 

It has been pointed out that many 
men have achieved outstanding success 
and wealth through getting into the 
right business at the right time, for 
practically every great business reaches 
a certain point at which it experiences 
its peak of growth and _ prosperity. 
Some officials hold that life insurance 
is on the eve of such a period. 


Foundation Is Laid 


The foundation has been laid in the 
education of the public to the value of 
insurance. People believe in life in- 
surance, and strong recommendations 
are being voiced continually by prom 
inent men in all walks of life. Life in 
surance representatives are of a higher 
calibre and are better prepared to act 
as advisers to their prospects. The 
public is able and willing to buy insur 
ance as the only form of protection of 
dependents and as the soundest of in- 
vestments. 

All business has been looking 
future this year. Everyone was await 
ing the outcome of the election before 
venturing to expand and develop his 
business extensively. The threat of a 
radical administration made everyone 
cautious, and the result was a general 
heave ssion. Now this excuse for delay 
has been removed by an unexpected 
landslide for a most conservative admin- 
istration, while the dreaded radicals 
were completely defeated. 


to the 


Confidence Is Shown 


The immediate effect of this was re- 
newed confidence among investors as 
shown. by the bidding for and rapid 
rise of stock. The fear of the future 


has been removed, and everywhere one 
hears expressions of confidence and ex- 
pectations of great prosperity during 
the four years just ahead. 


This general prosperity, added to the 


education of the public to life insur- 
ance, which has been brought about by 
incessant work through the years, 


forms a combination which insurance 
men believe will lead to the most phe- 
nomenal development in the history of 
the institution. Many are of the opin- 
ion that the richest harvest is just 
ahead, and that now is the time for the 
securing and training of new men and 
the development of strong agencies. 
Many general agents and branch man 
already hunting for men ol 
more zealously than before 
for this period. 


agers are 
high ability 
to prepare 


Look for New Agents 


is the time to 


It is argued that now 
secure men of this type. Heretotore 
it has been hard to secure and_ hold 
new men because most of them found 
it so difficult to make a living while 
getting started that they became dis 
couraged and quit before really learn- 
ing the business and giving it a fair 


prospects of such an 
ahead, however, man- 
men can get along 


trial. With the 
insurance boom 
agers think that new 
even from the first, and that they will 
stick through the period of training 
until they are equipped to become in 
surance advisers as well as salesmen 
when they will be ready to share in the 
general prosperity of the business 


Ethelbert Ide Low, president of the 
Home Life of New York, in making a 
tour of some of the southern and west- 
ern agencies, spent Tuesday, Nov. 15, 
with the Memphis agency. 
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FEWER PART-TIMERS, — 
PHILADELPHIANS SAY 





Better Training for New Recruits 
Is Regarded as Other Out- 
standing Feature 


LEADERS EXPRESS VIEWS 


General Agents and Company Officials 
Join in Declaring Situation Shows 
Improvement 


PHILADELPHIA, PA., Dec. 2 
Decrease in the number of part-timers 
and better training for new recruits are 
two of the outstanding features in the 
life insurance business today, according 
to general agents and company officials 
in Philadelphia who were canvassed on 
those subjects. 

Frederick G. Woodworth, a superin- 
tendent of the John Hancock and past 
president of the Philadelphia Associa- 


tion of Life Underwriters, predicted 
that five years hence there would be 
fewer life underwriters in the Philadel- 
phia district than there are now, but 


that on the average they would be bet- 
ter trained than those of today 
“The part-time men for the most part 


will gradually become full-timers,” he 
said, “and there is a growing tendency 
against taking on _ additional part 


timers.” 
Philadelphia Life’s Plan 


The Philadelphia Life will hire part 
timers only with the understanding that 
they eventually go on full time or else 
resign, according to President Clifton 
Maloney. As the company discontinued 
the general agency system several 
months ago, each agent now has a con- 
tract directly with the company. The 
Philadelphia Life gives its home office 
agents the advantage of a course in 
lite insurance salesmanship at the local 
Y. M. C. A., the company paying the 
tuition fees in addition to other train- 


ing at the home office 

‘he Philadelphia agency of the 
Provident Mutual Life, of which Paul 
loder is manager, no longer accepts 


part-timers directly 
dividual agents to stand sponsor for 
them if thev so desire. However, all 
business written by a part-timer must 
vo through a full-time agent. A man 
or woman starting in as a life under- 
writer on full time must serve an 
apprenticeship of ten days’ or two 
veeks’ thorough training in Mr. Loder’s 
othce before being sent out to sell 


but permits its in 


For Fewer Agents, Better Trained 


C. Burgess Taylor, general agent for 
the Northwestern, believes in fewer 
agents with much better training. He 
that parents take pride in an- 
uuncing that their sons were preparing 
r the bar, medicine, etc., but very few 
ke pride in making life underwriters 

their offspring. Mr. Taylor believes 
hat a caretul weeding out of the unfit 
nd close watch on applicants for 
enses will remedy this situation. He 
insists that no policies should be placed 
xcept through regular life insurance 
cents, 

“Too many men are brought into the 
without proper training or 
Ipervision, and as a result they fail,” 
iid Albert Short, secretary and actuary 
the Girard Life. “There is a grow- 
g tendency in most of the companies 
reduce the number of part-time men. 
me have discontinued part-timers al- 
wether. 

“It is injurious both to the men and 
to the business when a company fails to 
ve proper training or supervision, As 
rule, the turnover in the insurance 
business is smaller than in other busi 


regrets 


usiness 


LIFE COUNSEL MEET 


PROGRAM IS NOW COMPLETED 


Two Day Session Will Be Held Just 
Prior to Life President's 
Convention 


NEW YORK, Dec. 2.—The annual 
meeting of the Association of Life In- 
surance Counsel will be held here Dec 
9-10, just prior to the annual meeting of 
the Association of Life Insurance Presi 
dents. The business will be 
held in the rooms of the Association otf 
the Bar. The annual dinner will be held 
at the Waldorf-Astoria Wednesday eve 
ning and the executive committee is ar- 
ranging to have at least one representa 
tive of each company present as a guest 
Luncheon on the second day will be 
served at the Harvard Club. The pro 
gram which has been announced by the 
executive committee is as follows 

E. Paul Huttinger, attorney, Penn Mu 
tual Life, “Are Charitable Bequests Tax 
Exempt?" 

Frank W 


sessions 


McAllister, general counsel 


Kansas City Life, “Presumptions Which 
Affect Proof of Death.” 

D. B. Ninde, counsel, Lincoln National 
Life ‘Date of Delivery of Policies as 
Affecting the Premiun Anniversary 
Date.” 

R. Leighton Foster, superintendent of 
insurance, Toronto, Ont An Achieve- 
ment in Uniformity.” “The Uniform 


Life 
of Canadian Provinces.” 
Berkshire Life 


and Elementary 


Insurance Laws 
John Barker 
“Federal Protection 

Outline.’ 
Burton P. Sears. attorney National 
Life, U. 8. A “The Notice 


counsel 


Kansas 


Rule on Tax ‘Case 





Phe United States district 
the district of Marvland ha 
down tederal estate tax dec 
ing that the tunds in a trus 
contemplation of death must e m 
cluded in the net taxable estate of the 
deceased The action was brought b 


the Safe Deposit Company of Baltimore 


and the executors of William C. Byrot 
deceased, to recover $43,439, collected 
as an additional tederal estate tax o1 
certain trust funds set aside by the ce 


ceased Mr 
} ” ; 
business, had 
Company as 
trust to 
apply the 


Byron, after retiring tron 
conveved to the Sate De 
certam s« 
the ne* 


income, if so di 


trustec 
accumulate 


posit 
curities in 
income and 


rected, to the benefit of his wite and 
children However, no such distribu 
tion was directed prior to the death o 
the deceased. Shortly after creating this 
trust, Mr. Byron executed his last will 
and one vear later died trom a disease 
which had affected him tor tour vears 
The trust funds were not included in 
the estate in the federal returns, but 
were later assessed bv the collector o 
internal revenue The court has held 
that they are taxable funds 
x : 
nesses A large bank using an insur 


ance and saving proposition in a certain 
hig city had a turnover of 300 men in 
18 months, although its active produc 
ing only about 30 men 

“The Girard Life employs some part 
timers but not directly. The 
for part-time men are made only by 
our general who are held re 
sponsible. We require the general agent 
to make a careful investigation in each 
case before signing the contract.” 

The Penn Mutual Life and the 
ity Mutual Life still 


force is 
contracts 
| 


agents, 


F ile l 


1 
take On part-tim 


ers, but usually with the understanding 
that they will become full-timers as 
soon as thev feel on = safe ground 
Henry ( Lippincott, who was the 


Penn Mutual's manager of agencies for 
32 years, cannot understand 
one interested in the life insurance 
ness at all would prefer to 


why any 
bust 
remain on 


part time lo Mr. Lippincott it is the 
most tascinatme eccupation m the 
world. “No man of understanding,” he 
said “eve entered the lite msurance 


business without a thrill or left it with 





out a pang.” 


; continues 


LIFE INSURANCE EDITION 


REPORT RECORD SALES | 


BIG IMPROVEMENT IN TEXAS 





All Agents and Companies Estimate 
That 1924 Will Far Surpass 


Record of 1923 





DALLAS, rEX., Der i Phe 
amount of life insurance put on the 
books in Texas this year ts going t 
hang up a record for agents and com 


shoot at tor time The 


business placed upon the 


panies to some 


amount ot new 


books of the companies during the first 
eleven months of the vear was consid 
erably greater than the whole amoun 


for 1923 and the selling of lite insurance 
" 


unabated 
Companies and state agents are mak 
¢ 


ing no estimates of the amount ot busi 
ness put on the books in Texas this year 


} 





Some of them however, say it will be 20 
percent greater thar the amount tot 
WwW? 
All Report Record Sales 
Lhe companies and agents nn 1 
predictions ol percentage MSIS use 
their own increases this year for sucl 
estimates They believe ll compan 
doing business in the state have done 
as well is they have which boiled 
down to simple words, means they have 
sold more insurance than any vVear 
their history of business in the state 
The (sre it Souther iit | it sOttTi¢ 
$36.000.000 in new business ts Ks 
during the first eleve n ths the 
vear That is $12,000,000 more than tor 
the same eT 11 192 he « any 
v« Id not s rised the i 
amount s business this r 
eacl he £40000 000 irk 
rhe total product the S 
] 1 l ‘ ol Dall . t st eleve 
‘ ns tre ta Vas e the > 
100.000 marth It winess for the e1 
tire Vear will | s the $2 5.000 00 
mark, for the production when the 
twelith month was entered Ss arour 
$600,000 per week 
The \merica Nat Na Galves 
as had the best ear . ste 
The new business this ve will prol 
bl ‘ perce reat tha it 
1923 
The L nites } t tie SOW 
wester! Life the Souths l 
tie Fidelit state ne \ 
the San Jacinto ll report bur eT 
bus ess Woitl tie except he 
Fidelit state i Y 
this these ¢ es . ‘ 
ul imcreases ve 92 . 
the Two Rey lics siness bee 
ar nd 18 pe < 
Report Increases of 25 Percent 
Such state agencies is the Kansas 
Citv Life. the Bankers Reserve, the Re 
liance Lite. the lefferson S the 
linnesota Mutu and thers are re 
porting imecreases ot trot 10 
ent ove tie MISINEess ¢ ” 
Isl ince ‘ ba x ‘ 
son r mcr ~¢ . i ‘ ‘ 
Sy t it he ‘ ] ‘ ! t t ~ 
t s r er Lex i these 
eer sol it i ces The t < 
ire prettv well ou ebt and ha 
sone me cy t est eT ¢ ; 
’ 7 sit i T } is ] eat! 
roved v the « 
| ‘4 veme t t t { * t { ‘ 
rofited 
he men wit the f i the 
‘ ’ \ 'rh< Ais ré , 
the business vill t rT 
some time 
l nsuran Tre beleve t aut 
eature of the business p the |} . 
this vear 1s that the est rit 
it will st thers 
Statisticians Will Meet 
Phy American Statistical As it 
wil lie ld its SOoth annu miecting at c] 
Cay 1) | 





REFUNDING PLAN FOR 
LOANS IS EFFECTIVE 


Plan of Security Life Wipes Out 
Principal and Interest With- 
out Burden 


RESULTS ARE GRATIFYING 


Service, Keenly Appreciated By Policy- 
Has Done Much to 
Lower Lapse Rate 


holders, 


One of the problems that has been 
the subject of much study by life 
insurance officials during the past year 


as been the question of repayment 
the 


security 


ot policy loans. In this connection 
ng used by the 
Chicago is of particular 


I interest 


rhe Security Life has a repayment plan 
has brought surprising results and 
large 
s which would undoubtedly have re 
lately in the lapse ot the 


ot the plan been applied 
Offers It as Service 
Wit eacl 


icv bolder | Charles 


notice to the 
ez 


letter 


premium 
secretary 
sends a explaining 


the situation and offering the service of 


ttr t tX ountless policy 
lers. It is pointed out that the com 
that 


indefinitely con- 


il Ss expe>»rence snows policies 
‘ . ‘ 
i 


irtality in 


ipsavior Phen the plan of in 


nued s wa very heavy me 
stallment 
over a ten-vear 
per pavable annually, semi-annually 
quarteriy 1s presented 
Results More Than Gratifying 
‘it Seitz said that the results have 
een gratitving and surprising Wher 
] | they 
policy 
could 


made 


torced on the 


Is Keenly Appreciated 


Iders Many letters 
who 
hich 


1 by those have 
keen 
expressed he policy 
s did not know tt was possible t 
sucn a thir w | cy all knew ot the 
icy loat leature und that he 


} 
1Oan 
knew that 
The th rl ot! 


repay the 


a « repaid hev als« 
effect ther wi 


saving this amount to 


loan 
However, as 1 ill such matters, the 
effect a 
‘ nite saving pr rram uniess it ts pre 
scl te ai i le Tritte ] iT 1¢T such a> this 
rease in the 
sem 
hever mode 
burden 
percent 
quarterly 


great 
Spread vet 10 vears this 13 


annu ] ' percent 


+ 


St Oe te Be ee 


— 

















neither amount burdensome alone, has 
wiped out both principal and interest 
and restored the policy to its full face 
value. When applied immediately after 
the loan is made, it results in a great 
saving to the policyholder in interest, 
as that annual percentage on the loan 
quickly mounts to an additional burden. 
The policyholders have been quick to 
appreciate this and have taken up this 
offer in no small numbers. 
Shows Payments Necessary 


The schedule of payments used by the 
Security Life, indicating the method of 
repayment of a loan of $100, bearing 








interest at 6 percent annually in ad 
vance, is as follows: 
c+ — 3 © - ‘ iad 
sa? Ses ses? > 
S — | S 
y » ea, = = ac 
ws =o & Zz na 
vi= 4 <ge <ge8 85 
"= a s = om 
~ ~o lan 
“ccs ‘tc Ses“se woe 
= ~@ae wae ~ = 
-~_ -~°o S S “ 
oe C ut cx ~= 
Py = = > te 
- < " Ross 
i $5.55 
2 5.07 
4.56 
4 4.02 
5 3.46 
6 2 RS 
7 2.20 
8 1.51 
4 2 23 78 13.00 
10 13.00 Completely Re- 
paid at Begin- 
ning of 10th 
Year 
Total Payments on Loan........... $100 
Total Interest Payments ; ae: 


Gives Policyholders Offer 

The letter sent out by Mr. Seitz with 
each premium statement is as follows 

You are the insured of policy No. —— 
and you obtained a loan with this policy 
as security. The loan is still outstanding. 
In making the suggestions that follow, 
I am not desiring to appear as knowing 
how to run your personal affairs better 
than you. The policy is a contract which 
su the privilege of a loan 
and you availed yourself of such privi- 
lege What I want to impress upon you 
is how you can relieve your policy of the 


guarantees to y« 


loan or, called by a name that is more 
realistic and comprehensive, the mort- 
gage. 

I hav observed that those policies 


with loans are discontinued at a much 
greater ratio than those policies without 


loans Apparently, the insured dislikes 
to. or is unable to, repay the loan in one 
Tr temptation to hold on to the 


amount s probably too great, though 
apparently, does not realize 
ch ostensibly has been 
anted by the company, has in reality 
granted by the beneficiary that is, 





the beneficiary receives that much less 
when the policy becomes a claim by the 
death of t} nsured 


Suggests Budget System 
on is that the loan should 


r 
he reps 1 promptly n one sum if pos- 








sible If the policy be continued the 
] n will also be continued, in which 
ani +? terest must be paid You 
umulated the loan value, of which 
ye made payment of premiums 
each year. You did not miss the annual 
payments, did you? If the loan cannot 
he e] qa one sur promptly, why not 
use the sar method in giving back to 
the benefic ry the amount of the loan 
ao that tt } ef ar will have the en- 
rire prot " conten by you 
“ vou obt ned the . 
I] suggest that you repay the loan by 
nnual amounts of § semi-annual 
nounts of ¢ or quarterly amounts 
f $ + +} same time that you pay 
the premium and ; rding to whether 
the pren m t I l annually. semi-an- 
nua or quarterly If you do this the 
nv be entirely rep d in years 
The yeested 1 vrents lude the in- 
terest and he pal We will send 
youar I wh Li vill show ist how 
’ of the r = est unr a A 
schedule e er sed showing how the 
nm operates Let me know that this 
! terest j nd we \ 1 begin to 
se t wi ‘ next nrer iny comes 
t be x sent mn due time for 
’ ’ ' t selected 
New Officers Installed 
The newly elected officers of the Pul 
c Life « ( re were installe ata 
bat juet held at the he me oftice b ding 
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UNDERWRITER 


MILLION DOLLAR SALES MADE ON 


HOSE who believe that the sale o 
big policies goes only to “triends” 
and is accomplished only through 

| “pull” might profit from the c-amp‘e « 

B. H. Kilgore and E. T. Fritz, tw 

| young life underwriters in Chicago, wh« 

recently closed a case for practical! 
$4,000,000 on a cold canvass. ‘there wa 
no plea of friendship, no “wre 
to swing the sale their way, in fact 
|}nothing but straight salesmanship 
These agents had never seen their pros- 
pects before. They merely knew that 
he had actual need for a large sum of 
life insurance and offered their proposi- 
tion on a service basis. It was not an 
over-the-counter proposition, of course, 
| requiring many weeks of preparatory 
work, but it was “cold canvass.” 

Mr. Kilgore and Mr. Fritz have only 
been in the business less than 5 vears 
They have been consistent producers 
having been members of the #£200,00 
club for the past three years 
up under the guiding hand of J. A 
Campbell, manager of the central branch 
of the New York Life in Chicago, they 
have learned the fundamentals of lite 
insurance salesmanship) and 
themselves to the study of insurance 
service. As success camc ther wat 
they did not divert their attention t 
brokerage business, but continzed as 
agents in the central branch office of 
the New York Life. They saw the held 
in big business and went out after it 
This $4,000,000 policy is not the i 
policy they have written, although it is 
the largest. This year’s sales includes 
a $500,000 policy and many contracts for 
lesser amounts in addition to this jumbo 
policy. This particular saie amounte 
to $3,900,000, said to be 1 large 
policy ever carried throuzh io co np 
tion for the full amount by a gent i 
any company. 


anplied 


TRAVELERS WILL 


BROADCAS? 


Hartford Company Expects ‘o 
New Radio Station in Opcz2 ‘o7 by 
First of Year 


HARTFORD, CONN, D 
The Travelers will begin 
from its new radio station betere ¢] 
first of the new vear, accord: 
Vier pre ident Walter G. Cow's 
has had 


supervision of the insta hiiios 
of the 


company's broadcasting sta‘ton 

Vice-president Cowles has long heen 

a radio “fan”, having been in‘ecres ed i 

since it Was in s Idling 

It is probable that his inter- 

est is largely responsible for 
elers going into the air. 


b oadcastmy 


the science 


clothes. 


Storage batteries instead « ' r 
generators will be the sours ’ te 
for the broadcasting The it ‘es 
station will be powerful e: h for 
agents throughout the entire « t ta 
‘tune in” and hear what Presi’! Dest 
er or others at the home « ‘ ) 
have to say to them 

All the transmitting and }* ) 

ent of the new station will ‘ d 
I n addition to be erected o ( ot 

the ] mie ( ce building i 
imo to the te t which the I 

s broad ted by picture in ‘ st 
there will be two 150-foot mas ‘ hye 
roof for the antenna The en 'd 
g to be shielded to pre r- 
ere ce 

The ‘Travelers has enous ont 
mong it 4,.000-0odd home o e oom 
ployes to provide radio enter‘sinment 

r mont! but it underst at 
ut de taler t will al { he teat { 

Life Notes 

The Occidental Life of Los A les 
has been licensed in Nebraska 
Harold 8S. Johnson, formerly connec’ed 
with the Phoenix Mutual! Life - now 
associated in the office of the life In- 
surance Sales Research Bureay in charge 


of drafting 


COLD CANVASS BY CHICAGO MEN } 


These two gentlemen work together 
entirely. They have studied life insur- 
nee together in practice and theory and 
lake all their sales as a team. They 
do not sell “business life insurance” or 
ny other specialty, but sell personal life 
insurance applied to needs. They say 
that this covers all cases. The big man 
ho is a prospect for the $1,000,000 line 

personal and business interests all 
n one and his need can only be ap- 
| raised on a single basis. It is in reality 
t service that they sell, the service of 
djusting a life insurance program on 
he most economical basis. They hunt 
it good prospects, make an appraisal 
i their needs and demonstrate just 
where savings can be effected by the 
lacing of the necessary amount of life 
nsurance. Tor instance, they can ar- 
range the settlement of an estate to 
greatly reduce the inroads of taxation. 
If an elderly gentleman of means leaves 
his entire estate to his wife, who has at 
the most five or six years to live, intend- 
ing that she should pass the estate on to 
the children, there is a greatly increased 
tax over an arrangement whereby the 
children could be provided for in the 
wiginal distribution. There would not 
’ a repetition of the federal estate tax 
and there would be a marked reduction 
in the state inheritance tax. Such facts 
as these are not known to many large 
property holders and the presentation of 
a life insurance program which takes 
recognition of such factors makes an 
impression on the prospect. Mr. Kilgore 
and Mr. Fritz believe that this is the 
keynote of life insurance salesmanship 
and are so convinced of this that they 
make a cold canvass for even $1,000,000 
risks. That they have met with success 
is evident from the large sales of this 
year. 


MORE COMMITTEES NAMED 


President Clegg of National Association 
Rounds Out Organization, With 
Few Exceptions 


President John W. Clegg of the Na 
tional Association of Life Underwriters 
has completed the appointment of all 
special committees of the National 
\ssociation, with the exception of the 
assistants to the president, members of 
the convention committee, members of 
the committee on salesmanship and 
members of the convention program 
committec The chairman of the three 
committees will announce the members 
of those committees shortly The new 
appointments which have not previously 
been announced are as follows: 

Publications Committee Charles 
Jerome Edwards, chairman, Brooklyn 
N. Y.; Edward A. Woods, Pittsburgh. Pa 
Ernest J. Clark Jaltimore, Md 

Committee on Sectional Executive Com- 
mittee Meetings — Jonathan K Voshell 
chairman, Baltimore, Md.:; J. Stanley Kd 
Denver, Colo.,, and John William 
Philadelphia, Pa 

Committee on Agency 
Guy MacLaughlin, chairman Houston 
Tex.; George FE. Lackey, Oklahoma City 
Okla Georre W. Avyars. Los Angeles 
Cal J. B. Duryea, San Francisco Cal 
George A Alder, Salt Lake City, Utha 


]. E. Higdon’s New Post 

John E. Higdon has been appointed 
manager of the life department and actu 
arv for American Bankers Life and the 
Cloverleaf Life & Casualty 

Mr. Higdon is well known to life in 
surance men. For the past seven vears 
he has consulting 
number of companies 


wards 
Clegg 
Nomenclature 


been ictuarv for a 
During the last 
two vears a preat deal of his time has 
been given to the I ss Men's Assur 
ance of Kansas City 

He was formerly actuary of the Texas 
insurance department, and has often 
acted as a special examiner for other 
insurance departments 








LAUNCH NEW COMPAN 


WILL LOCATE IN NEW YORK 


Two Wolfe Brothers, Actuaries, Among 
Incorporators of American Life, 
Now Being Formed 


NEW YORK, Dec. 4.—A new life in- 
surance company to be known as the 
American Life Insurance Company and 
to be located in this city will be organ- 
ized soon. Brigadier-General S. Herbert 
Wolfe and Lee J. Wolfe, consulting 
actuaries, head the list of incorporators. 
The company will operate as a regular 
life insurance company and not as a re- 
insurance company as was thought by 
some when the announcement was first 
read. 

Plans Not Worked Out 


According to General Wolfe plans for 
the new company are rather indefinite 
at present and the amount of the capital, 
the names of the officers and the terri- 
tory in which the company will operate 
has not vet been determined upon. Gen. 
Wolfe, beside being consulting actuary 
with his brother, is assistant to the di- 
rector of finance of the United States 
army. He entered the army from civil 
life by examination as a captain in the 
quartermaster corps in 1917. He aided 
in framing the war risk insurance law. 
He was detailed to take charge of the 
war risk bureau in France until De- 
cember 1917, at which time he was de- 
tailed to assist in the Treasury Depart- 
ment. In October he was appointed 
Brigadier General, Finance Reserve 
Corps, United States Army. In 1922 he 
was awarded a distinguished service 
medal and the cross of the legion of 
honor. Lee J. Wolfe has been a con- 
sulting actuary for 22 vears. He was at 
one time associated with the Security 
Trust & Life and later with the Provi- 
dence Savings. 


Capital Is Doubled 


The Missouri insurance department 
has approved the increase from $50,000 
to $100,000 of the capital for the Com- 
mercial Life of Kansas City. The com- 
pany is chartered as a stipulated premi- 
um company but has been operating on 
the legal reserve basis, consequently as 
soon as the increase is fully paid up. 
they will be able to continue as a legal 
reserve company without a change as 
to their policy contracts. The experi- 
ence of the company has been very fa- 
vorable. At the end of the second year 
the company had over $2,000,000 of busi- 
ness on their books. F. H. Uehling 
is president of the Commercial Life. 


Connecticut General Convention 
The Connecticut General 
hold its first convention of general 
agents in Hartford, Dec. 29-30 About 
65 of the company’s general agents trom 
all parts of the country will attend. The 
theme of the gathering will be “The 
Problems of the General Agent.” If the 
present plans are carried through there 
will be no addresses by outside spe ikers 


Life will 


Officers of American Reserve 


Ravmond F. Low, who has been the 
principal factor in the organization of 
the American Reserve Life of Omaha 
just licensed in its home state, has been 


elected president of that company He 


has resigned as vice-president of the 
Foster-Barker Company, prominent 
Omaha local agency of which he has 
been an officer since 1915. T. L. Davis 
vice-president of — the First National 
Bank of Omaha, is vice-president of the 
new company and W. B. Roberts, for 
mer president of the Union Light & 
Power Company, is secretary and treas 
urer The directors in addition to the 


othcers include FE. A. Creighton, treas 
urer of the Foster-Barker Company, and 
Sam W. Reynolds, coal merchant 
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Clarence B. DeLong 

A young and prosperous 
Peoria Life manager who has 
made a success by Peoria 
Life principles of service. 





Deo © 


PEORIA LIFE 


INSURANCE COMPANY 


offers to its agents 
& program of constant 
all~year~round service ~ the 
practical kind of service that 














Ce-operacion 
Headquarters 


Peoria Life Home Office Building | 




















y makes them successful 
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Shaking Hands with 
Old Friends 


Chat 


is an extremely pleasant and satisfying occupation 
agents and Pecria Life policyholders are doing in December 


Month. 


NTE EE 





TC 


}} 


in his own home by a Peoria Life agent. 


we T 
vod feeling are certain to to 
14 , ] ] nel } 
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as old friends 
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‘a Life 


is what Peor 


Policyholders’ 


From its earliest beginning the Peoria Life has been characterized 
Company with a Happy Family of Satisfied Policyholders. This arises 1 
the sincere interest that the Company feels in serving its poltevhold 


This interest is manifested to the policyholders in many ways: by a 1 


attractive policyholders’ bulletin which has been issued twice a ve 
vears; by liberal treatment and thoughttul service at all times; and | 


larly by Policyholders’ Month, when every Peoria Life policyholder is y 


tious agents and satisfied, loval policvholders meet regularly and shake ha 
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METHODS IN AGENCY MANAGEMENT ! 


Organization Details Found in Successful Offices—the Patterson Agency | 


of the Equitable in New York 


HEN Alexander E. Patterson, 
who is now manager of the 
Gotham Agency of the Equitable 


Life, went to New York from Pitts- 
burgh in January, 1922, less than three 
years ago, and told Vice-President 


Frank Davis that he wanted to open an 
agency of his own, he was asked where 
he wanted to open it. He said, “Where- 
ever there is the biggest opportunity.” 

Mr. Davis replied, “That is New 
York; but it is also the hardest.” Mr. 
Patterson had been in the life insurance 
business with the Edward A. Woods 
agency for 14 years—ever since age 290, 
and having ben “reared in the atmo- 
sphere of success” was not a bit upset 
by the prospect of the hardest kind of 
work. He has proven that he was cap- 
able of surmounting the greatest diff- 
culties. During the first year his agency 
produced over $2,000,000 in business, in 
the second year $4,000,000 and at the 
clip it is now going 1924 will show a 
handsome increase over previous rec- 
ords. 

His methods of agency building are 
of the best according to the officers oi 
the company. Mr. Patterson believes 
that by following the principles which he 
has laid down, hard work will build an 
agency. He emphasizes the three big 
departments of agency Management, 
namely: careful selection, careful .train- 
ing, and close supervision of agents. He 
gives a great deal of credit to the unit 
system of agency organization. This 
means that the agency is divided into 
units of about ten men, each under the 
supervision of an assistant agency man- 
ager. He is now organizing the fourth 
unit, three units being in full operation. 
Agency officers of the company point to 
his system of close personal supervision 
of each salesman by his unit manager 
as the outstanding feature of the agency. 
Another interesting fact is that 70 per 
cent of the business of the agency is 
written jointly by two men 


Responsibility Rests on 

Each Unit Manager 

Probably the point in the unit 
system of agency organization is the ab- 
solute fixing of responsibility on the unit 
manager and the consequent policy of 
backing him up in everything that he 


big 


does. The agency manager looks to the 
assistant agency manager for the pro 
duction of his unit. He holds him re- 


sponsible if 


a man under his supervision 


tails. Consequently he also leaves it up 
to the assistant manager as to whether 
a man shall stay or come with the or 
ganization lf the assistant manager 
brings in a new agent, the agency man- 
ager will not tell him whether or not he 
may employ this agent. He merely tells 
him what he thinks of his prospective 
salesman If he does not like him he 
says so but he leaves the responsibility 
of hiring him up to the assistant man- 
ager. Mr. Patterson said that it would 
not be fair for him to refuse to employ 


hold the 


for a low 


an agent and then later on 
assistant manager responsible 
when the latter is convinced 
had employed the agent thus 
that his production would 


production 
that if he 
turned down, 


have been up to his quota. Each assist 
ant manager 1s given a certain quota 
for each month and quotas for each 
salesman are suggested. The suggested 
quotas however are not obligatory on 
the assistant agency manager. It 1s up 


to him however to set a quota and ex 
plain why to the manager 

The selection of the assistant man- 
agers of course cannot be done exactly 
according to any rule. In general, how 
ever, any man who brings in four men 
and makes producers out of them 1s 
entitled to a promotion to assistant 
agency managership This does not 
always work out but it is a pretty sure 


| 
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sign that a man has ability to bring men 


into the business and make saiesmen 
out of them. 
there are many ways in which Mr. 


Patterson gets in toucn with new men. 
When he frst went to the city and had 
no organization at all, he used every 
possible source to get in touch with 
possible salesmen. He advertised in the 
daily papers, kept in touch with 
ployment agencies, sent letters to busi- 
ness firms, picked up prospects in con- 
versation with triends and acquaintances 


and of course some men were sent to 
him. 
He believes in careful selection ot 


new men. He is convinced that one ot 
the reasons that the life insurance busi- 
ness has not been as popular as it might, 
is on account of the many tailures in 
the business. This is due largely, in his 
opinion, to the fact that men are over- 
sold on the business when they start 
out. Consequently, in his frst talk with 
his prospective salesman instead of em- 
phasizing the possibilities of the business 
he points out the difficulties which a new 


em- | 


Man must surmount. 

Instead of pointing out the work of | 
Harry Rosen and many of the big 
million dollar producers, and talking 
about renewal incomes of $1,000 a 
month, he tells a man that he must be 


able to finance himself and must merely 
expect to make bare expenses for the 
first six months. If a man’s expenses 
are $20 a week that is about what he 
expects him to earn for the first six 
months. If they are $150 a week that 
is the measure of the calibre of his man 
and the chances are he can make that. 
However, he never tells a man that he 
can make $4,000 or $5,000 his first year. 
He reminds him that he has been in the 
business 16 years and he has never yet 
seen a permanent success in the business 
that made that much the first year. He 
tells him that the tirst three months are 
the hardest and that he will during that 


period curse the life insurance business | 


many times and that he should not start 
in the business if he is not ready to 
undergo and stick with it in spite of the 
dithculties of the early period. 


Business Start Compared 
to Automobile Mechanics 


le compares the first eighteen months 


a . 
ot a man’s life insurance career to the 
starting of an automobile. He says, 


“The best automobile in the world can- 
not start in high speed on a steep hill 
It must first go into low, then iater- 
mediate and then into high, If you enter 
the life insurance business you will 
be in low gear for the first three months, 
probably in second gear for the next 12 
and by that time if you have been with 
the company for eighteen months you 
should be able to be traveling in high, 
and if you cannot go into high at that 


time you had better get out of the 
business.’ 

Less than one out of five of the 
prospective salesmen that talk to Mr. 


Patterson sign contracts to enter the life 
but he feels that 
he has one who is 


insurance business, 
when he gets a man, 
determined to make good, is not going 
out blown up like a balloon to come 
back discouraged at the end of the first 
day and that therefore he has possibil- 


ities of developing good men without 
wasting a lot of time on others. 
Each salesman goes through a 


month’s schooling in the home office 
training school and during that period 
does not go out by himself but on the 
contrary is under very close supervision 
on the part of his assistant manager. 
Every new man that comes into the 
business is sold on the idea that he is 
closely supervised, that he is to 
orders from his assistant agency 
He is not told that he is going 


to be 


take 
manager 
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to be his own boss, that he can go and) 


| whether an 
| whether the needs of the prospect were 


do as he pleases. On the contrary, 
although he is to be on a commission 
basis, he is told that he is not wanted 
unless he is ready to come in and take 
orders. One of the first requirements is 
that he make a daily report. This shows 
the number of calls made with the name 
and address of the prospect, and reports 
interview was secured, 


discovered, the plan and the amount of 
insurance submitted, amount closed, etc. 
It also shows telephone calls made, 
hours spent in the office during the day 
and total hours of work for the day. 
These reports are noted at the end of 
each week by the assistant manager and 
then turned over to the manager. If 
any agent seems to be slipping, the man- 
ager and assistant manager get together 
and look over his daily reports to find 
out what the cause is. A few days ago 
a man was found to be falling on pro- 
duction and reference to his daily rene rts 
showed that he had been averagin, but 


two calls a day. 
Daily Report Is Shown 
to Be for Agent’s Own Good 


This daily report is not held up as a 
hardship or as an arbitrary requirement, 
but the agent is convinced that it is for 
his own good. He always makes out his 
reports in duplicate so that he has a 
copy himself and he thus checks up on 
his own work. He is told not to “kid 
himself” but when he takes a holiday to 
write in that he takes a day off. If he 


only makes one call it is to show that 
he only makes one call. In this way 
he does not make himself believe ~~ 


hard times are the cause of his lack ¢ 


production, but he can look over his 
own records and see where his weak 
points are. The daily report contains 


blanks for the names of eight prospects 
per day, a week being shown on each 
sheet, and the following questions 
being answered for each day: Secured 
interview, yes or no; found needs, yes 
or no; plan and amount submitted; 
amount closed; joint or personal; pros- 
pective agents interviewed; new agents 
appointed; old agents assisted; telephone 
calls made; hours in office; hours at 
work. 

Each salesman is told of his assistant 
agency manager's responsibility to the 
manager and the manager’s responsibil- 
ity to the officers of the company and 
that he is made responsible for his own 
work 

One of the most effective points in the 


| plan of supervision is the publicity that 


is given to every man’s work. The walls 
of the agency are covered with black- 
boards and charts making comparisons 
of the effort of every agent. As soon 
as a man signs a contract his name goes 
up on one of these blackboards and his 
record is known to everyone in the 
agency. The same thing can be said of 
the assistant managers. Everything is 
divided up according to the agency unit 
and so that the competitive spirit is felt 
throughout. 


Monday Morning Meetings 
Productive of Results 


In the Monday morning agency meet- 
ings, which are held every week, every 
man is urged to talk. It is intended to 
be a meeting of the agents and it is felt 
that the more they take part the better 
the meeting is for them. On account of 
the fact that every man’s work is well 
known in the agency there is very little 
“bunk” in these meetings. The man 
who has a tendency to brag will not do 
so unless he has actually produced the 
business. In addition to Monday morn- 
ing agency meeting, unit meetings are 
held throughout the week. These unit 
meetings are in charge of unit managers 
and can be held at any time the unit 
manager wants them to be held. There 
are not many private offices in the Pat- 
terson agency. Mr. Patterson himself, 
of course, has a private office and the 


| this a 








leading producer for the year is assigned | 


can hold for 
third 
and 


to a private office which he 
one year. The second and 
have an office between them 


men | 
they | 





hold this by the right of their standing 
of production. 

Unit managers do not have private of- 
fices but are out in the open with only 
a railing to separate them from the 
group of salesmen’s desks. In this way 
they can be easily reached by their men 
who are anxious for information or help. 


Joint Solicitation Used 
in 70 Percent of Cases 


There are some unique things about 
the prospecting and selling methods in 
agency. Probably the most unusual 
thing is the fact that 70 percent of the 
business is written jointly by two men. 
Much of this is done by new agents with 
the assistance of the agency manager 
but a great deal of it is done by older 


men who see the value of working 
jointly. For instance, there is one man 
in the agency who is a great man to 


dig up prospects and to gain interviews. 
He seems to have no trouble in getting 


in and putting up his proposition. How- 
ever, he had difficulty in closing. For a 
long time it was hard to understand 


why this man did not make a success, 
but he did not seem to be aggressive 
enough. On the other hand, there was 
a man who would not go out and 
people. Whenever he did get to a pros- 
pect he closed him, but he did not get 
out and find the prospects. These two 
men are now working together and al- 
most every day they ring the bell with 
some kind of an application. A great 
deal of telephoning is done by the agents 
of this organization. They do not close 
many cases over the ‘phone, of course, 
but many agents each day get out the 
telephone directory and call up selected 
numbers. He will say that he is with 
the Equitable Life and that he has a 
proposition which he feels would fit the 
prospect’s needs and would like to talk 
with him about ité¢at 10 o'clock in the 
morning. 


Telephone Calls Result 
In Many Appointments 


If the man replies, “Life insurance? 
No, I haven’t any time to talk about life 
insurance,” the agent replies, “Well, if 
10 o'clock will not do, how about 2:30 
in the afternoon?” While this does not 
always work, it has been found that if a 
man will make 10 such calls in an after- 
noon he will probably have three ap- 
pointments for the next day. 

Another idea which is frequently suc- 
cessful is obtaining the appointment for 
a medical examination over the ‘phone 
even before the agent has seen his pros- 
pect. This arrangement is made on the 
theory that there is no use wasting a 
prospect’s time nor the agent’s unless 
the prospect can pass a medical examina- 


tion. This, of course, helps close the 
business. Everything is carried along on 
the assumption that the prospect 1s 


really going to do business and usually 
the only alternative suggested to him 
is a different time for the appointment 
with the medical man or the agent. 

Mr. Patterson’s organization is made 
up largely of clean-cut college men. He 
does not believe in putting on a large 
number of agents but rather getting a 
few and developing them. Of these he 
is not aiming particularly to get million- 
dollar producers. Mr. Patterson does 
not believe in the manager spending 
much time on personal production. He 
always writes some business himseli but 
does not attempt to make that a big 
feature. 


December Montgomery Month 


December will be Montgomery 
month with the agents of the Acacia 
Mutual in honor of President William 
Montgomery. Mr. Montgomery's birth- 
day is in December and this month also 
marks the Sist anniversary of his direct 
connection with the company. 

President Montgomery has 
taken a keen personal interest 
work of the field men and in celebration 
of this double anniversary, the branch 
managers have promised to make Det 
ember the biggest month in the com 
pany's history 
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7. 
The Inter-Southern States of America 
e In this campaign for an army oi new sales- his company stands among the first fifty 
: men, we are frequently asked what States we companies in America, and it is absolutely 
are in. America is the land of opportunity, clean. It promotes the soundest practices in 
es Citilt ill Gata inti oll Wniienn dean ’ underwriting, and is extremely flexible with 
’ en rn its agents, and unusually liberal with its policy- 
The Inter-Southern Life Insurance Company holders. Such a company is entitled to go 
is doing business in ten empire States in the anywhere. But the millennium has not arrived, 
heart of America, but it has no objections to and this company, in common with all others 
entering any State of the Union providing its of like kind, selects the contiguous territory 
salesmen .will open enough contiguous terri- where it raises its flag. 
tory to warrant the expense. Wherever there So wherever you are, in any State in the 
are American citizens to protect, and wherever Union, if you wish to make life insurance your 
the Stars and Stripes float on the ramparts of vocation, your profession, your business, write 
freedom and conscience, we are willing to to some good company today. 
undertake to go with them. This is our 
Total Reserve and 
Admitted insurance Surplus to 
Jan. 1 Assets in Force Policy holders 
SE stadvesnvnnveduesanes $ 326,508.78 $ 3,182,597.00 $ 271,952.37 
MT ds6sandesttcsuaciews 1,719,228.64 15,088,58S.00 930,680.98 
er ae ere ree 4,506,612.89 36,260,222.00 4,396,139.55 
ao ras - SD eheteouseetecesessee 4,664,170.30 37,000,000.00 4,542,696.10 
INTER: SOUTHERN LIFE BUILDING. BU weensscesesencessees 4,820,779.76 37,800,000.00 4,803,670.12 
OWNED BY THE COMPANY SET sacndshannvadneneeen 5,494,297.54 45,569,851.00 5,386,694.08 
SE Wheeerenesdedtconses 6,143,069.31 57,901,271.00 6,045,958.S2 
MEE $0060066000060000066 6,873,447.45 59,204,201.00 6,773,280.06 
eee eer ee 7,371,274.27 62,591 ,398.00 7,332,92821 
EE sitdgaddpabacrenceus 10,464,497.66 88,502,568.00 10,391,747.71 
re 11,100,000.00 94,500,000.00 10,620,000.00 


INTER-SOUTHERN LIFE INSURANCE COMPANY 


Eighteenth Year 


JAMES R. DUFFIN, President 


LOUISVILLE, KENTUCKY 


IS A GOOD COMPANY 












































PEOPLE’S LIFE BUILDING 


A. E. Sullivan 
State Supt. Indiana 
505 Lombard Building 

Indianapolis, Indiana 





MIRACLES 


Do you believe that miracles happen? 
grow—inen succeed—without effort? 


Do you think companies 
The so-called miracles are 


invariably the result of hard work. No man just happens to suc- 
ceed—there is no miracle connected with success. 


But when a man works hard and has the interest and friendly aid 
of a company like the Peoples Life, he does work miracles. But 
note that he works the miracle—the miracle doesn’t just happen. 
In our organization there are many places for men of this type. 
No company can have too many of them. 





Chicago, Illinois 


Address Home Office with reference 
to available territory in Illinois 


and Ohio 


A. M. Griffia 
State Supt. Missouri 
Baltimore Hotel 
Kansas City, Mo. 
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RETROACTION 


The retroactive principle of the Mutual Benefit 
whereby new benefits and added privileges so far as 
possible are extended to all policyholders, has made 
even the oldest Mutual Benefit policy in essential 
particulars just as liberal as current policy contracts. 





The 


Mutual Benefit Life Insurance Co. 


Organized 1845 


Newark, New Jersey 

















We write a complete line of poli- 
cies—age one to sixty-five. We 
have all the modern features of 
life insurance. 


General Agency Openings In 


MICHIGAN: Dowagiac, Hillsdale, Adrian, Jack- 
son, Ann Arbor, Pontiac, Traverse 


City, Bay City. 


OKLAHOMA: Oklahoma City, Enid, Ardmore, 
McAlester, Okmulgee, Guthrie, 


Bartlesville. 


OHIO: Dayton, Cincinnati, Toledo, Cleveland, 
Sandusky. 


INDIANA: Indianapolis, Terre Haute. 


ILLINOIS: Springfield, Bloomington, Peoria, 
Decatur, Jacksonville, Joliet, 


Rockford, Waukegan. 


MISSOURI: St. Louis, Springfield, Joplin, Mo- 
berly, Jefferson City. 


Moines, Council Bluffs, Sioux City, 
Davenport, Burlington. 


10 WA De $s 


Farmers National Life Insurance 
Company of America 


A O. Hughes, Vice-President in Charge of Agencies 
3401 South Michigan Avenue Chicago 




















| sas City, Mo., 
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MILLION DOLLAR PRODUCER BUILT 
HIS BUSINESS THROUGH SYSTEM | 











HE value of system in business- 
"TT building is shown in the analysis of 
the methods of Dix Teachenor, 
agent for the Kansas City Life in Kan- 
who has built his busi- 
ness from the thousand dollar class to 
the million dollar class through system. 
Mr. Teachenor has written since Jan. 
1, 1924, 176 applications, for a total of 
$1,046,000, of which $1,015,000 has been 
issued and paid for. He began his work 
with the Kansas City Life six years ago. 
He has grown from a writer of $1,000 
policies to a million-a-year producer. 
He adopted, when he first began, one 
slogan—“Get out and see these people.” 
He set himself the task of calling on a 
certain number every day regularly and 
methodically. 


Have Definite Program 


When he first began, he would make 
at least 15 to 20 calls in order to get 
from 4 to 6 interviews. He would have 
from 7 to 10 interviews before he could 
get an application. These percentages, 
of course, have now been cut down. 

He has always adopted the plan of 
studying at least one hour every eve- 
ning. He never plans his day’s work 
the morning before, but knows before 
he goes to bed exactly what he is going 
to attempt to do the next day. 

His plan for his day’s work comprises 
a list of 10 to 15 possible calls, all ar- 
ranged on a route sheet, so that he is 
never guilty of wasting his time by 
criss-crossing or  back-tracking. He 
maintains himself that this route sheet 
has been one of the most valuable as- 
sets that he has evolved. On this point 
Mr. Teachenor explains: “Time is the 
great element in writing life insurance 
Time is your capital; a conservation of 
your time is one of the most important 
things for you to consider. Therefore, 
you should plan your day’s work before 
you go to bed. How many calls have 
you to make, where are your prospects 
located, what other business have you to 
transact? Plan your work in such a way 
that at no time during the day will vou 
overlap yourself. Before applying this 
method to my work, I have passed the 
same corner a dozen times during the 
day; now I seldom pass the same cor 
ner twice.” 


Use Chain System 


His plan of obtaining prospects is 
unique Instead of asking a man for 
three references upon writing his appli- 
cation, he asks him for the names of 
three of his most intimate friends; men 
whom he believes would be interested in 
buving a life insurance policy From 
this one source of prospects, Mr. 
Teachenor has always kept himself sup 
plied with more men than he could pos 
sibly call upon. In the beginning, in 
order to get it started, it required some 
patience and a great deal of persistence 
and determination 

These names, so obtained, are always 

ept in an alphabetical file, and a daily 
tickler so arranged that it tells him al 
when and where and how 
prospects (uot 


ways exactly 
he can best see these 
ing from Mr. Teachenor 

“The question of getting prospects is 
a tremendous one in the minds of many 
men. For me it is simple. It solves 
itself Let me write one application in 
any city. and | believe that from then 
all the prospects that I 


“In writing an application, the com 
pany requires that you obtam three ref 
erences ] use those relerence lor m 
own purpose 1 ask my appheant for 
three of his choicest friends, his inti 
mate friends, men that he makes com 
panions of, and whe necessaril have 
confidence in him At the same time I 


can get the age ol these mer a little 
something financial 
condition and thew ftamuly 


least, | eas 


reyarding the 
condition, at 


gather from my appleant 


in a moment's time sufficient informa- 
tion regarding these three friends of his 
to justify my calling upon them with an 
insurance proposal. 


Makes Use of References 


“I usually write one, sometimes all 
three of these references. They each 
in turn give me three of their friends, 
and thus out of every applicant Written 
a constant source of prospects is cre- 
ated. 

“Before submitting my application, | 
take these names and transfer them to 
my alphabetical file, where they remain 
until I have called upon them, then [| 
transfer them either to my follow-up 
file or to my policy-holder file. It is not 
sufficient that you merely obtain these 
names and put them on the back of 
your application. They are of value to 
you in proportion to the intelligent man- 
ner in which you use them in the card 
index system.’ 

In his absolutely unassuming and 
quiet way, Mr. Teachenor has always 
worked steadily, persistently and regu- 
larly; he believes in being absolutely 
self-reliant. He never has adopted the 
plan of working with anybody. It is 
doubtful if he ever heard anyone else 
try to sell a policy of life insurance. He 
says: “Every time you call on a man 
and take anyone along with you, that 
prospect knows you are weak. It is 
best to go alone. Use your own head. 
Know something about your prospect 
before you go to see him and do not 
try to ape anybody else.” 

Mr. Teachenor maintains that he 
never goes to see anyone whom he does 
not know, or has some of point of con- 
tact that establishes confidence. He 
says he made a mistake when he first 
started out of shunning his friends; now 
he sells them, and thus clinches their 
friendship. 


Sets Goal High 


Again, Mr. Teachenor says: “Set a 
goal. Get the goal a little higher than 
you think you can actually reach, then 
work hard to reach it.” When he first 
began writing insurance, he proceeded 
along very modest lines, but, he says, 
“IT did not try to reach the top of the 
ladder the first year. I set my goal in 
a certain way, among a certain class of 
fellows, hoping to write the $1,000 pol 
cies, but determining to keep moving 
along with those whom I did write, and 
finally write them the limit. One of the 
men whom I wrote $1,000 for, I have 
since written six times, another seven 
times, and lots of them four times 
many of them I have increased from 
$1,000 up to $50,000. I could not have 
written any of these men $50,000 to 
begin with, but I followed them along 
and hope to continue to follow them 
along. This is the greatest business in 
the world to “kid” yourself. If you 
think you can write business just by 
going out in the morning and seeing a 
few people, and quitting work at thre 
o'clock, you are just “kidding” one pet 
son, and that is yourself. You may do 
it for a little while, but you will finally 
lose out. The whole thing to decide ts 
this: How much can you write in a 
certain length of time by keeping ever 
lastingly at it? When I started in this 
business I had one plan, and it was 
‘Old boy, you have got to get out and 
see these people, don’t ‘kid’ yoursell; 
you want to attaim success you must 
earn it; use both your feet and your 


head,’ ” 


To Visit New York Agencies 


Robert EK. Whitney, agency inspector 
for the central department of the New 
York Life, will meet the agents of north 
ern Hlinois at the branch office, Chicage 
Dec, 4 He will visit the branch at 
Poasivalle Ill, Dee. 6; Des Moines la 
Dee. ¥: and Omaha, Dee, 11 
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BANKER TELLS WHAT HE WOULD DO 
IF HE COULD GET A NEW START 


ICE-PRESIDENT Thomas A. 
V Buckner of the New York Life is 
greatly impressed with the address 

of President Arthur W. Loasby of the 
Equitable Trust Company of New York 
City before the American Institute ot 
Banking. In this talk, which was rather 
an intimate nature, he related his ex- 
periences as a junior officer and also 
told his hearers what he would do if he 
had te live his career again. He was 
talking especially to the younger men. 
Mr. Buckner uses the word “insurance” 
Mr. Loasby’s talk, instead of “bank- 


Subjects to Be Studied 


“If I were starting out again,” said 
Mr. Loasby, “and had my experience to 
guide me, I think I would study these 
subjects: 

“1. Myself. This insurance 
ing) business is a peculiar one. The 
manufacturer and the merchant have 
something tangible to sell—something 
which can be seen or felt or weighed. 
But we have to sell the most intangible 
thing in the world—service. And since 
service cannot be seen or felt or 
weighed, its measure of value is the 
spirit in which it is rendered and the lhit- 


(bank- 


tle things which are the outward sym- 
bols of service. 
Would Study Himself 
So I would first of all study myseli 


I would try to cultivate personality and 
the traits associated with an attractive 
personality You do not have to be 
handsome to have an attractive person- 
alitv. Courtesy, interest, agreeableness 
sympathy,  fair-mindedness, patience, 
consideration of others, and so on, go 
to make up an attractive personality. I 
would remember that to everyone who 
meets me in my official capacity I am 
the insurance company (bank), and that 
whatever impression I create is the im 
pression of the insurance company 
(bank,) which a customer or a caller 
takes away with him. An old friend of 
mine given to rather blunt comparisons 
‘If the office boy is disagreeable 
you can bet the boss is, too.’ 

“T would cultivate personality, 
the importance it has in my association 
with those who work with me The 
man who wants to be ‘on his own’ won't 
wet very far. It's teamwork that counts: 


SavVs: 


too, tor 


ind I should want mv fellow-workers t 
he mv greatest boosters and well 
wishers. 
Would Stady People 
". People I would study peopl 


the human equation is the 
factor in- the 


biggest 


business of insurance 





(banking) Some people teel that they 
are conterring a favor on the company 
(hank) when they do business with it 
Many are secretly embarrassed when 
they come into a company office (bank) 
| should turn all this into capital by s« 
treating them that they would go away 
with a warm feeling about me and my 
company (bank) 1 would study my 
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customers individually, too 
it a company (bank) 
tance, | would feel that my 
as particularly and | would 
make my that 1 
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words 
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— a UI 
ing), just as you are doing now I 
would know what it is all‘about, what 
it is for, and how it is done. Then I 
would look around, and at myself, ] 
say: ‘In what special way can 
this organization? What particular 
thing can I contribute which ] 


my conipany 


ang 


bank ind hel; me: 

more fitted as special 

you know, than as general executives 
“I would take what I had learned in 

training-school and what I -had « 

I would put them together 


some oO! us are 


this 
served, and 
to see if I 1\V 

idea which would be helpful, and, as a 
consequence, would single me out as a 
man of mark. Don’t go off half cocked 


hieth ¢2 eome 


couldn't give 


Be sure of your ground. The progress 
of the world and of any business de 


pends upon the origination of new 
which have a 


“tsa! 
practicality. 


basis in experience and 





We who are near the t I re Ss 
busy ourselves and so close to our $ 
that we tel 
lows W e] 
us think t 
\ have t 
present an idea, provided, of course, that 
he (or she) has put some ment effor 
into it. And every now and then s 
one does give us a 1ea W 
proves our service, or increases business 
or reduces overhead. For inst é t 
long ago a clerk in our accounting de- 
partment sent to my desk an ing : 
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H. A. HOPF & 
COMPANY | 


MANAGEMENT ENGINEERS | 





Specializing in Advisory Work for 
Insurance Companies 
Organization Equipment © Standardization 
| Methods Personnel © Modern Office Planning 


| Main Office—40 Rector St., New York 
Western Office—327 S. La Salle St., Chicago 








a 











THE OLD LINE 
CEDAR RAPIDS LIFE INSURANCE CO. 


A GOOD WESTERN COMPANY 


Jiehe Up-To-Date Policies Liberal Contracts 
lowa, South Dakota, Minnesota, Nebraska 








Incorporated 1371 


- Life Insurance Company of Virginia 


RICHMOND, VIRGINIA 


Issues the most liberal forms of ORDINARY Policies from $1,000.00 to 
$50,000.00 with premiums payable annually. semi-annually or quarterty. 
| and INDUSTRIAL Policies from $12.58 to $1,000.00 with premiums pey- 


| ble weekly. 
— ’ JOHN G. WALKER. President 








We have opportunities for Agents in 
Arkansas, Illinois, lowa and 
Minnesota 


International Life & Trust Company 
Home Office: MOLINE, ILLINOES 
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A POLICY 


WITH PROFIT 


No, this is not an invitation for you to 
leave your own company, but just a sugges- 

tion to make your time yield more profits 
under our plan of improved brokerage service in 
branch offices. 


The Champion Income Accident policy is just one of 
the liberal, up-to-the-minute accident policies offered 
by us—it is a silent partner to the man dependent 
upon his efforts for his income and appeals to every 
prospect. 


This policy with its distinctive provisions is indicative 
of the progressive spirit inherent in all lines of pro- 
tection offered by this company—Life, Accident, 
Health, and Group. Under our plan you can place 
with us profitably (because all commissions on such 
business placed with us belong to the broker) business 
in the following lines: 


Accident Insurance 
—accident, health, and income accident 


Group Insurance 
—life, accident and sickness 


Life Insurance 
—substandard and surplus business 


What Our Branch Office Service Means to You 


Extremely liberal first year commissions and 9 guaranteed non- 
forfeitable renewals, on all life business you place with us re- 
gardless of volume. 


} } . 
Awards and honors on same basis as offered to our regular agents 
, are : : 
—in 1925 a trip to Cuba at our expense is open to you. 


Expert advice and assistance on surplus and substandard life, 
accident, and group insurance. 


>. ; : 
Business handled either on a contract or a one-case agreement 
basis 


Prompt action and liberal under writing rules. 


Write us for Further Details 


MISSOURI STATE LIFE INSURANCE CO. 


HOME OFFICE, SAINT LOUIS 


M. E. SINGLETON, President 
~ ACCIDENT ~ HEALTH -~ GROUP 


YOU CAN SELL 


HAVE MANY MEETINGS 


NEW YORK HOLDS THE STAGE 





Every Phase of Insurance Represented 
in Some Session Next Week, 
When Commissioners Meet 


NEW YORK, N. Y., Dec. 2.—Next 
week will very nearly be an “Insurance 
Week” in New York, when practically 
all branches of insurance will be repre- 
sented in some official meeting. Na- 
tionally prominent men from the ranks 
of companies, agency forces and state 
officials will be present. The National 
Convention of Insurance Commissioners 
will hold its mid-winter meeting Mon 
day, Tuesday and Wednesday Phis is 
always an important session for insur 
ance men and particularly so at this 
time, when there are important prob- 
lems in all branches of insurance to 
come before the officials. The Associa- 
tion of Life Insurance Presidents will 
hold its annual meeting Thursday and 
Friday, and its program includes na- 
tionally famous men in all branches of 
business. Just preceding this, the As- 
sociation of Life Counsel will meet for 
two days. The Insurance Federation oi 
America will hold its annual meeting 
during the week. The executive com- 
muttee ot the National Association ot 
Casualty and Surety Agents is also ex- 
pected to meet. The annual meeting of 
the Casualty Information Clearing 
House will be held. The laws commit- 
tee of the National Board will meet on 
Wednesday. Even the mutuals will be 
represented, the governing board of the 
American Mutual Alliance holding a 
session, in addition to annual meetings 
of several of the mutual company or- 
ganizations. There will also be a num- 
ber of informal meetings. 


Four States to Hear Huebner 


Dr. S. S. Huebner, head of the insur- 
ance department at the University of 
Pennsvlvania, whose writings and ad- 
dresses on life insurance subjects have 
created much favorable comment, will 
speak next vear before local associa 
tions of life underwriters in four states 
on “The Importance of Human Life 
Values Compared with Property 
Values,” as follows: Kansas City, Jan 
27: Topeka, Jan. 28: Wichita, Jan. 29 
Oklahoma City, Jan. 31, and Dallas 
Tex, Feb. 2 


Western & Southern Promotion 


J. W. Ray, who has been appointed 
superintendent at Richmond, Ind for 
the Western & Southern, has earned 
recognition by his record as a_ steady 
producer of quality business in both 
branches and a low lapse ratio which 
showed industry and discrimination in 
the selection, production and conserva 
tion of business 


Dr. Allen Joins National 


Dr. George KE. Allen of Lynn, Mass 
has been appointed to assist in the medi 
cal department of the National Life of 
Vermont in the home office Dr. Allen 
has been resident surgeon in charge of 
the east Boston branch of the Boston 
City Hospital for the past seven years 
For eight years he has been on the 
faculty of Tufts Medical College 


Omaha, Neb. The November meeting 
of the Omaha association held last week 
in charge of Forrest N. Croxson, mana 
ger of the Equitable Life, was disap 
pointed in the failure of Roy Heart 
man, Equitable manager of Des Moines 
to arrive as the scheduled speaker, The 
association discussed a change in by 
laws to inerease the annual dues, same 
to include luncheon charge at the 
monthly meetings Vote on the Increare 
will be taken at the next meeting Mr 
Croxson spoke as chairman of the mem 
bership division of the chamber of com 
meree of the advantages to life tneut 
ance salesman of the work of the men 
bership division and offered the mem 
bers present an opportunity for assian 
ment on committees 
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MEET AT TROUT LAKE 
UNIQUE CONVENTION PLANNED 





Lamar Life to Hold Its Agency Meeting 
Next Year at Northwoods 
Resort 


rhe Lamar Life of Jackson, Miss., 
has announced a unique digression from 
the customary convention plans in the 
preliminary announcement for its 1925 
agency convention. The Lamar Life has 
selected one of the famous lakes in the 
northern Wisconsin lake region for its 
convention headquarters and its agents 
will enjoy one week in mid-summer on 
the shores of this wildwocdd resort. 
frout Lake, near Minocqua and Wood- 
ruff, Wis., has been selected by the com- 
pany and Camp Franklin Lodge will 
house the agents during the week of 
July 24-30. A special car on the Panama 
Limited will carry the party from Jack- 
son on July 22 and it will take the Fish- 
erman’s Special out of Chicago, arriving 
at Camp Franklin Lodge on July 24. 
One week of business sessions, fishing, 
boating and other recreation and amuse- 
ments will follow. Trout Lake is so lo- 
cated that it can appeal to the desires 
f all. It is located on excellent state 
highways, so that motoring can be en- 
joved. Excellent golf courses are avail- 


able. The best fishing in the country 
is at hand, with the greatest of game 
fish, the muskellunge in its own home 


Unions May Form Companies 
PHILADELPHIA, PA., Dec. 1.— 


Plans whereby Philadelphia labor unions 
may establish cooperative insurance 
companies of their own, in the same 
manner that labor banks have been or- 
ganized, will be taken up by the Central 
Labor Union and other labor organiza- 
tions here upon receipt of official re- 
ports from delegates to the recent con- 
vention of the American Federation of 
Labor at El Paso, Tex. Adolph Hirsch- 


berg, president of the Central Lab 
Union, said the question of their own 
group insurance, as opposed to the old- 
= : 


ine companies, has been in the minds 
f labor leaders for a long time. 





Phoenix Mutual Conference 








The Phoenix Mutual Life held a tw 
day conterence of the easter t 
anagers at the home office bt 
Hartford this week Vice } 
Winslow Russell, superintendent 
rencies, presided, and was the Pp 
cipal speaker Problems relating 
agencies and home ofhce Ss were 
liscussed \ banquet was held in the 


evening at the Hartford Club 


Connecticut General to Build 


\ permit was issued Monday by tl! 
ity building commissioner of H t 











the Connecticut General to erect a] 


new home office building on Elm street 


t the corner of Hudson at an estimated | 


cost of $2,000,000 


Keller & Keller 


Keller & Keller have been appointed 
general agents tor the © » Nat 
Meridian, Miss., their territ 


clude several counties in that vicmnity 


Will Give Insurance Play 


The one-act insuram play 
Heart of the Estate to be ein 
the December meeting l 
krwriters Asso ition in New \ 

! llotel Astor ru tay 1» ’ t 
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Offering Exceptional Agency Opportunities 
With The Lincoln National Life 


Each star marks a state where The Lincoln National Life is extending 
personal and earnest co-operation of the kind that makes it pay to 


LINK UP Switw THE ™ LINCOLN 


The 


Lincoln National Life 
Insurance Company 


‘“*Its Name Indicates Its Character” 


Lincoln Life Building Fort Wayne, Ind. 


Now More Then $325,000.000 In Force 
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known as 
5,000 
Any Petee Death 
$10,000 
Any Accidental Death 
$15,000 


Certain Acc. Deaths 





$50 Weekly Ace. Dis. 


Endorsement 








but more than that. 


United Life Bldg. 








IT ATTRACTS the prospect's 
now as you read this advertisement. 
See chart at left. 


To those who w 
will be forwarded giving yo 
our unique policy and 


With the New Year 
—New Opportunities for You 


S you “start the new year right” for the forty “leventh time 
again this year, make up your mind to investigate that con- 
tract you've heard so much about—“The Policy You Can Sell”— 


The UNITED Policy 

(Life and Accident 

Insurance in One 
Policy contract) 


attention just as it is attracting you 
Life Insurance? Surely, 


sincerity ask for it, literature 
u more information about 
territory now open 


Address Hon. Eugene E. Reed, Vice-President 


United Life & Accident Ins. Co. 


Concord, New Hampshire 





























EDW. G. SOURBIER 
President a 

Age of this 

Institution 

15 Years! 





Public Savings Building 







LIFE INSURANCE 


CHAS. W, FOLZ 
Secretary 


Life Insurance 
in force 
more than 
$89,000,000 





wee WIRE meet 





Get the Reason! 


_ PUBLIC SAVINGS INSURANCE CO. 


: : Indianapolis, Indiana 


PROTECTION FROM AGE 1 DAY TO 65 YEARS 
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Six Years of Marching On 


1924 as the 
which the 


Company has shown a 


; | : - 
ness prodauction a>» 
the preceding Year 


reach $150 


| BANKERS LIFE COMPANY 


Des Moines, lowa 
CEO. KUHNS, President 











| SOME RECENT COURT CASES THAT | 
| INVOLVE LIFE INSURANCE | 


| 








Trustee ex Maleficio—Insurance—Use 
of Misappropriated Funds to Pay Pre- 
miums.—The insured took out several 
insurance policies and paid one-quarter 
of the premiums thereon with his funds 
and three-quarters with funds misappro- 
priated by him from the bank of which 
he was president. Upon his death the 
beneficiaries sued for the face amounts 
of the policies and contended that the 
bank had only a lien on the proceeds 
to the extent of the funds misappro- 
priated, together with interest thereon 
from the date of misappropriation. 

Held: One-quarter of the proceeds of 
the policies belongs to the beneficiaries 
and three-quarters thereof belongs to the 
bank. By misappropriating funds of 
the bank the insured became trustee of 
those funds and so long as they are 
traceable the bank is entitled to the 
fruits of any investment made of them. 
In no event is a trustee ex maleficio en- 
titled to any benefit to himself from the 
use of the trust funds. Vorlander et al. 
v. Keyes, U. S. Circuit Court of Ap- 
peals, Eighth Circuit. 


* * * 


Death of insured from bullet wound 
presumed by law to result from accident 
and insurer has burden of proving sui- 
cide. In Travelers’ vs Connolly, court 
of appeals of Maryland, 125 Atl. 900, an 
action was brought to recover on two 
life policies for the death of the insured. 
The company defended the action on the 
claim that the insured committed sui- 
cide, and thus voided the policies. The 
facts leading up to the death of the in- 

ured were as follows. 

The insured at the time of his death 
was 31 years old. He had a wife and 
two children and his home life was 

appy. He had for a number of years 
eeitins a position of importance with 
a trust company, and had during this 
time handled large sums of money. On 
the afternoon of his death he was 
asked to explain certain overdrafts in 
connection with checks he had signed 
in the name of a firm in which he as in- 
terested. He left his place of employ- 
ment for the purpose of clearing up the 
affair, and a few hours later he was 
found in a park with a bullet wound 
in his head which resulted in his death. 


Court Held Against Company 


The insured was, it appeared, right 
handed, and there was evidence though 
disputed that the bullet had entered the 
left side of his head. The coroner, and 
medical testimony was to the effect that 
the wound might have been caused bv 
accident, suicide, or murder. The pistol 
near the insured had been purchased 
by him on the day of his death. On 
this state of facts, the court in affirm- 

a judgment against the insurance 
company on the policies, among other 
things, said 

“The burden is upon the defendant 
to prove suicide. * * * It is not 
the law in this state that, because a 

has been accused of misappropri- 
ating money, and, either before or after, 
purchases a pistol, and is subsequently 
f with a pistol wound through his 
head, the burden of proof is then 
ted ees 


lho Not Find Motive 


We could not say in this case that 
ere was no room for reasonable minds 
to differ as to the inference to be drawn 
from the undisputed testimony 7 Se 8 
dificult to under 
intend 


lor one thing, it ts 
tand why a right-handed man, 


vy to shoot himself, should take the 

pistol in his left hand. For the purpose 
‘ these prayers (the prayers ofl the 

Jelendant company) we tiust accept as 
true the testimony that the bullet en 
tered on the left side, although not un 
fisputed. And there is at least room for 

daubt whether there was 4 motive 
A sufficient cause i sound 


minded, healthy man to deliberately 
tuke his own life.” 


x* * * 


Mere intention of insured on surren- 
dering policy that new policy should 


| issue held not effective unless expressed 


Decided Sept. 8. | 


| in an agreement with insurer. 


In Mce- 
Cormick vs. Travelers’, Kansas City 
Court of Appeals, (Missouri), 264 S. W. 
916, the company issued a policy to 
Louis D. McCormick in the sum of 
$5,000, in 1916. The insured died on 
March 11, 1919, and his widow brought 
suit on the policy on March 23, 1921. 

In defense to this action the com- 
pany set up that on or about March 3, 
1919, the insured surrendered the policy 
for its cash surrender value, $180, which 
was paid to him. In view of which, the 
company contended the policy was not 
in force at the time of the Msured’s 
death. 


Plaintiff’s Contentions 


In reply to this the plaintiff attempted 
to show that the surrender of the old 
policy was conditioned on the issuance 
of a new policy; that it was the inten- 
tion of the insured to have continuous 
insurance; that the old policy was not 
to be terminated until the company took 
action upon a new application which 
was filed by the insured. 

The evidence showed that the insured 
died before action had been taken on 
the new application, and that the in- 
sured was paid the cash surrender value 
of the old policy. There was, it ap- 
pears, an entire lack of evidence that 
the company had taken up the old policy 
on condition that a new policy should 
be issued. In reviewing the evidence 
and holding there were no grounds to 
support a judgment in favor of the plain- 
tiff on the theory that the old policy had 
been conditionally surrendered the court 
said: 

What the Court Decided 


“There is no evidence to show that 
the surrender of the old policy was con- 
ditioned upon the issuance of the new. 
Nor is there any evidence to show that 
the change should be effected without 
any break in the continuity of Mc- 
Cormick’s life insurance. So far as the 
papers themselves show, they are di 
rectly to the contrary. The surrender 
deed is absolute on its face and recites 
that it is in consideration of $180, which 
is acknowledged to be in ‘full satisfac- 
tion’ thereof, and it is conceded that 
this amount was the true surrender 
value thereof. * * * 

“The mere intention to that effect 
[conditional surrender of the old policy] 
in the mind of McCormick would not 
amount to anything unless it was ex 
pressed in some way so that it could 
be said that such was the understanding 
and agreement between him and de- 
fendant. * * * There is, in our opin- 
ion, nothing upon which can be based 
a reasonable inference that the cancella- 
tion and surrender of the old policy was 
conditioned or dependant upon the issu 
ance of a new policy.” 


+ * + 


Attempt of Insurer to Rescind Policy 
by Notice and Tender. Where a policy 
contained a clause which provided: “This 
policy shall be incontestable after two 
vears from its date of issue except for 
non-payment of premiums,” and within 
the two year period the insurer alleging 
fraud in the procurement of the policy 
tendered back the premiums already 
paid with notice of rescission, and there 
after the insured died and suit) was 
started after the period of incontest 
bility had ended, it was held that the 
policy had to be contested by action ot 
defense in court within two years trom 
the date of issue Powell v. Mutual 
Life, Sup. Ct. Mlinois, Decided June 1 
Rehearing denied Oct. 9 
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INSURANCE PROGRAM SUGGESTED BY BANK 


y 














“Service Station News,” the Contin- 

ental & Commercial Bank of Chicago 
gave its strong endorsement of life in- 
surance, pointing out that it has an im- 
portant place in every man’s budget. 
A plan was suggested to give the maxi- 
mum protection for the whole family. 
The article was as follows 

“Life insurance has an important 
place in a budget. Most men carry life 
insurance of one kind or another, but 
many of them are concerned with what 
they can afford, rather than what they 
need. 

“The life insurance needs of men vary. 
What is proper and sufficient insurance 
for one may not be the best for another. 
The average young man when he buys 


[* its monthly paper for depositors 





his family obligations, and everything 
that may relate to the protection of his 
widow and children. Then the insur- 


ance salesman is in a position to make ' 


an intelligent recommendation. 

“The life insurance item is one of the 
most important in a family budget. It 
is the thing to which the average family 
must pin its hope when the breadwinner 
is taken away. Life insurance is not an 
expense—it is an investment. The time 
it begins to operate tells eloquently 
whether the insured was wise in his 
choice or niggardly in his provision. 

“Life insurance, like a budget, should 
fit the particular needs of the person 
concerned. 

“The accompanying program of life 
insurance for a married man is made to 


his first policy figures that several dol- give a maximum protection for himself 
lars a month for insurance will be and his family. 
MAN 30—WIFE 2! 
ONE CHILD—2 YEARS 
INCOME 8350 A MONTH 
Allowance for life insurance—S835 per month 
Four kinds of insurance purchasable for a total premium of $35 a month. 


This program provides old age 


insurance 


for the husband, a life income for 


his widow and an educational fund for his child. 


$1500 insurance—lump sum to cover 
$50 per month income to widow 
of the widow's death within 

band, the payments will be 
expired term of the 

$1000 per year for 
until child is of college age... 

*$5000 policy (old age) 
per year for life 


maturing at 


*$5,000 old age policy, in casé 
mortgage 

In case of total 
the insurance company will pay to th 
he lives and suffers this disability; in 


also the entire amount of insurance 
above. 
enough. This reasoning is all right so 


iar as it goes, but often it doesn’t go far 
enough. If the young man had fore- 
knowledge of his marriage within a year 
or two, he would probably avail him- 
self of the low premium rate at his 
present age, and levy insurance accord- 
ingly. 

“Many men regard the purchase of 
insurance as a modern necessary evil. 
From this premise is it at all surpris- 
ing that such men are likely to be over- 
insured, under-insured, or improperly 
insured? Certainly not if the insurance 
solicitor happens to be interested chiefly 

1 how much insurance he sells without 
a  honaiet as to his client's real needs 

Make Agent Adviser 


“If a man is dealing with the right 
kind of insurance salesman, he should 
feel absolutely free to state his income, 


as long 
20 years of the demise 
continued to her estate for the un- 


4 years for child's education to be 


if insured is paying for ho 
and permanent disability due to any 


Annual 
Premium 
funeral expenses, debts etc.....$ 28.01 
as she lives. In the event 
of the hus- 


SD WORH MOGI « 66 vs cass ecantecvcavssseces $203.06 
held in trust 

seeecenseeseanes on ere ..$ 69.00 
age 65 for $5416 cash, or $500 

seoee $121.75 

$421.48 


of insured’s death could be used to take up 


me 
cause 
e insured $182.49 per month as lon 
addition all premiums will be wai 
in the contract will be paid as showr 











sured’s $ c eral ex- 
penses. 

“The $50 monthly income provides an 
income policy for the widow of the in- 
sured for the duration of her life. 
Should the widow die bef ore the expira- 
tion of 20 years following her husband's 
death, the $50 monthly income will go 
to her estate until end of the 20 
year period. 

“The $4,000 ed cation policy is in ef- 
tect a trust tur Pp r the e 
ucation ot mg k It $ 
payable $1,000 ann our years 


and will 
whether the insured 

“The $5,000 straight life 
tures at the insured’ 
value of $5,416, and is either payva 


then or upon the death of the insured.” 


pay for 


] »< + 
ives OF not 
} 


$s age of 65 with 











Only four other life insurance com- 
panies in America have more policy 
contracts im force than this com- 
pany. The following figures show 
its remarkable growth im the last 
ten vears 


Jan. 1, 1914 Jan. 1, 1006 
Assets $7.a42M § LL 
Policies in Force SARL LS 


ThAS at «3511S 


Insurance in Farce 


The Columbian National Life 


Insurance Company 
ARTHUR E. CHILDS, President BOSTON, MASSACHUSETTS 








EES — 





Columbian National Agents are in a position 
to offer the best forms of 


LIFE, ACCIDENT and 
HEALTH INSURANCE 


Policies backed by one of the strongest com- 
panies in the country, having ample capital, 
surplus and highest standard of reserves. 








corporated 1851 


BERKSHIRE LIFE INSURANCE COMPANY 


PITTSFIELD, MASS. 
| WINTHROP M. CRANE, Jr, President | 








This Company has always pursued those policies in the conduct of its business that 


have given it a high reputation for stability and fair dealing 
Has always rendered the highest grade of service to its policyholders 


Has always extended reasonable assistance and encouragement 
tives to develop and hold their business. 


Its policy contracts give to each individual insurer full protection. safe-guarding, 


at the same time, the interest of al! policyholders 
JOHN BARKER, Vice-President 


to its representa- 


FREDERICK H. RHODES, Vice-President 








AMERICAN LIFE 
REINSURANCE CO. 


OFFICES 


DALLAS, Home Office Building 
CHICAGO, 29 S. La Salle St. 











Prompt Service From Both Offices 
Maximum Security to Treaty Holders 








A. C. BIGGER FRED D. STRUDELL MORTON BIGCER 
Preadent we Present Secretary 
Cc. W. SIMPSON BERT H. ZAHNER 
Mexcheal Director Chucage \lasager 











Attractive opportunities open to competent agents in Ohio, Indiana, 
Kentucky, West Virginia, Pennsylvania, Michigan, Illinois, Missouri 


The Western and Southern Life Insurance Co. 


W. J. WILLIAMS, President CINCINNATI, OHIO 








Eureka-Maryland Assurance Co. 


OF BALTIMORE, MD. 
lavw porated Leder (he Lawes of Mur -dand, $35 
WE ISSUE 


Standard Ordinary and Industrial Policies 


1. © MAGINAW WARFUELD, J». Seoretary- Deere 


X™ 
J. BARRY MANOOL, Vice Preset De 2. BM MALEMART. Medice) Deeecter 














THE NATIONAL UNDERWRITER December 5, 1924 De 











MISTER 


WE HAVE WHAT YOU WANT 


The Perfect Protection Policy 


No other company has a policy which compares to the Perfect Protection 
Policy of the Reliance Life. The policy protects its owner in life as well 
as in death. Thousands of dollars are annually disbursed by this company 
to living policyholders. The Perfect Protection Policy renders a unique 
and valuable service. 


Financial Stability Second to None { 


The Reliance Life is a sound financial institution. The Insurance Year 
Book says of it: “This company has been one of the most successful life 
insurance companies. Its growth has been substantial and consistent. 
The company has an adequate surplus. Its actuarial practices are thor- 
oughly sound; its investments high grade and remunerative.” 





Plenty of Room for Development 


The growth of this company has not been due to a rapid opening up of 
new territory; rather has it been due to a thorough development of the 
territory already opened. Little by little new fields are being opened up 
and developed. There is plenty of room for growth in that direction for 
many, many years to come. The Reliance Life has plenty of good terri- 
torv waiting for the right man. 


A Long Memory for its Own Agents 


In the letter files of this company are countless testimonials to the fact 
that its agents are always remembered. [Everything possible is done to help 
them keep up their production and increase it. It is a fact that the Reli- 
ance Life agents are as satisfied a group as it is possible to find anywhere. 





THE RELIANCE LIFE $l 


PITTSBUR, P 
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AGENT 


HAVE YOU WHAT WE WANT? 


Steady, Substantial Production 


First of all The Reliance Life requires from its men a steady, substantial 
flow of business. This is the type of man who really helps to build up a 
company. Month by month, year by year his production is consistent, 
gaining always, never standing still. The company can depend upon 
such a man. 


‘ Knowledge of The Business 


The Reliance Life wants men who either actually have a broad knowiedge 
of the life insurance business or who have the ability and will to acquire it. 
The public deserves a class of service which can only be rendered by an 
agent who can talk authoritatively, from personal knowledge. The Rell- 
ance Life intends to render that service through its agents. 


Standing in The Community 


No life insurance agent can be said to be fully successtul until he has ac- 
quired a recognized standing in his community. The Reliance Lite ranks 
high among the life insurance companies of the country. To maintain tts 


standing it must have agents who befit such rank. 


The Ability To Appreciate 


Some men are constantly complaining of their lot in the world and no mat- 
ter what is done for them they never appreciate it. This company wants 


for its representatives only that type of men who can and will use and ap- 
preciate the help given them by it. The company is constantly endeavor- 


ing to increase its service to its own agents. It wants no man upon whom 
such an effort would be wasted. : 





ESURANCE COMPANY 
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Sacrifices 


WHEN a company is small, and the 
agents are relatively few in number, the 
business has a persistence that is not sur- 
passed at any other period of its history. 
There seems to be an esprit-de-corps that 
is weakened by fewer contacts with the 
guiding minds of the business, necessitated 
by the natural growth of the company. 
Where the head of the organization is 
“Bill” to the agents, just as they are “Tom,” 
“Dick” and “Harry” to him, and every 
thousand-dollar policy is a real milestone 
in the company’s progress to success, these 
friends of the president have its future so 
keenly at heart because of the close rela- 
tionship that it is a positive attack on their 
pride to let a policy lapse. 

As the company increases in size and 
power, in number of policies in force and 
of agents in the field, its president feels 
regret that his personal contact with his 
agents is diminished while the lapse ratio 
mounts up with alarming speed. The 
company has not yet reached the position 
of solidarity of the older companies. Its 
record is in the making and the field force 
is weakened by its very increase. The 
older agents who have faith can not over- 
come altogether the spirit of uncertainty 
and lack of confidence in the struggling 
and as yet unproven company whose con- 
tracts the new men are trying to sell. 
There follows a period when the very 
growth is the biggest handicap. 

When this period arrives, the officials 
of the company are faced with two alter- 
natives. The first is to permit the natural 
growth to proceed. Those policyholders 


That Pay 


who have come to realize the excellence of 
their contracts through the constantly in- 
creasing value of insurance to them form 
an asset that is sure to redound to the 
company’s ultimate benefit. But this is 
apt to result in the company being in the 
position of being able to absorb more 
business than is offered. This brings up 
the second alternative. 

The keen insurance executive chafes 
under the condition where his company is 
not getting all the business it can handle. 
He is anxious to go ahead. He increases 
his agency force, and takes aggressive 
steps that he believes will bring about the 
desired end, only to find that he is shoul- 
dering problems which he did not antici- 
pate. The ultimate result is that the end 
he desires is attained but the added work 
has often been out of proportion. Still 
the man who steps in and makes the assets 
of his company grow and its policyholders 
multiply, as he looks back over the years, 
enjoys the thrill of accomplishment that 
real leaders experience when they put 
through a constructive work against big 
odds. 

After all, the sacrifices that have been 
made in the persistence of the business, 
and in the close relationship with the men 
in the field are apt to be more than justi- 
fied by the results. No man can control 
the situation in which he finds himself 
when he is intrusted with the directorship 
of an insurance company. But he does 
have to answer both to his fellow officials 
and his policyholders for the manner in 
which he furthers their mutual interests. 


Great Contribution to Humanity 


Tue Merropoutan Lire has contributed 
frequently and generously to the welfare, 
not only of its own policyholders and em- 
ployes, but to mankind in general. It was 
through the auspices of the MerropoLiTan 
that Dr. Liroyp Ferton was able to con- 
tinue his researches in the effort to dis- 
cover a serum that would counteract 
pneumonia. The ravages of this disease 
have been frightful. When one hears of 
a case of pneumonia, at once he appreciates 


its seriousness. Up to the time of Dr 
Fetton’s discovery, there had been no de- 
pendable remedy for this dreaded disease. 

In connection with the MetropoLiTan 
Lire’s influenza commission, Dr, Fetton 
carried on for a long time his experiments. 
This commission was established in 1919 
and has worked five years. The contribu- 
tion of Dr. Ferton and the MerropoLiTan 
Lire commission in this one instance alone 
will bring to them world-wide gratitude. 


Charles Dickens’ Golden Rules 


“T never could have done what I have 
done without the habits of punctuality, 
order and diligence—without the de- 
termination to concentrate myself on 
one subject at a time, no matter how 
quickly its successor should come upon 
its heels. Whatever I have tried to do 
in life, I have tried with all my heart to 
do well; whatever I have devoted my- 


self to, I have devoted myself to com- 
pletely; in great aims and in small I 
have always been thoroughly in earnest. 
I have never believed it possible that 
any natural or improved ability can ob- 
tain immunity from the companionship 
of the steady, plain, hardworking qual- 
ities, and hope to gain its end.”— 
Charles Dickens. 














PERSONAL GLIMPSES OF LIFE UNDERWRITERS 











Gifford T. Vermillion of Milwaukee, 
special agent for the Mutual Life of 
New York with the Bruce Whitney 
agency, is recovering from an operation 
for appendicitis at Columbia hospital 
in that city. The operation took place 
on Dec. 1. Mr. Vermillion ranks as 
one of the largest personal producers of 
life insurance in Milwaukee and Wis- 
consin. During the past year he has 
written several $1,000,000 policies and 
several million dollars in smaller poli- 
cies. He has already placed more than 
$1,000,000 of business with Mutual Life 
this year and several times that amount 
with other companies after reaching the 
Mutual Life personal policy limit of 
$250,000. 


Stewart Anderson, manager of the 
Penn Mutual Life bureau of field ser- 
vice, who is nationally known as a 
journalist and after-dinner orator, made 
his debut as a radio broadcaster last 
Saturday evening when he spoke over 
WFI (Philadelphia) on “William Penn, 
Founder of Pennsylvania.” 


C. C. Blevins, superintendent of 
agents of the Bankers Life of lowa, is 
celebrating his 25th anniversary as a 
member of the Bankers Life family. 
Mr. Blevins started with the Bankers 
Life as an agent in San Francisco in 
1899. He became general agent in 
North Dakota in 1909 and superintend- 
ent of agents in 1911. 


Dr. George S. Stebbins, 
rector of the Massachusetts Mutual, 
died at his home in Springfield, Mass., 
after a brief illness of pneumonia. Mr. 
Stebbins has been medical director of 
the Massachusetts Mutual since 1911. 
He was born in Granby, Mass., in 1839 
and finished his medical studies just 
prior to the outbreak of the Civil War. 
He served during the entire period of 
the war and continued in medical work 
after its close. In 1872 he began to 
work as an insurance examiner and was 
appointed assistant medical director of 
the Massachusetts Mutual Life in 1887, 
being made medical director in 1911. 


medical di- 


General Manager Anselm S. Burkart 
of the Conservative Life of South Bend, 
Ind., had a real Thanksgiving last week. 
It seems that Mrs. Burkart presented 
him, two days before, with John Leo 
Burkart, weighing 6 pounds, and Mary 
Louise Burkart, weighing 5 pounds, and 
that is why “Burk” is handing cigars to 
visitors and forgetting to talk life insur- 
ance some of the time these days. 


E. M. La Plant of Sturgeon Bay, 
Wis., holder of the world’s record for 
writing the most insurance applicants 
in the thirty days between July 1 and 
Oct. 
record was not a flash in the pan by 
standing first in the number of paid ap- 
plications of the entire New York Life 
agency force in the United States in 
October. In this month he stood first 
in number of paid applications and fifth 
in volume. Mr. La Plant’s record is 
taken to indicate that world beating at- 
tempts, instead of milking a territory 
dry, awaken insurance interest in lat- 
ent individuals. 


John M. Holcombe, Jr., manager of 


| work more than eight hours a day. 


1 of this year, has proved that his | 


the Life Insurance Sales Research Bu- | 


reau is planning an eight weeks’ trip to 
the Pacific coast. He leaves Jan. 9 and 
will make his first stop at Toronto, Can., 
where he will speak to the managers 
of the Imperial of Canada. He will go 
to Calgary and stop in three or four 
other Caandian cities. Los Angeles will 
be his western destination. 


John D. Sage, president of the Union 
Central, is receiving congratulations 


from the whole company and from his | 


friends on the arrival of a new baby 
at his home. The young lady’s name 
is Sylvia Sage. She makes the fourth 
reason why Mr. Sage insures, two girls 
and two boys. Miss Sylvia was Mrs. 
Sage’s wedding anniversary gift to her 
distinguished husband for Sylvia's birth- 
day, Nov. 28, marked the tenth year 
since their wedding. 


The free-for-all contest among the 
producers of life insurance is becoming 
intensely interesting. It was again 
transferred last week, to Searcy, a lit- 
tle city of 2500 population, in 
White County, Arkansas. Tom Eu- 
banks, an agent of the Aetna Life 
heads the list for the whole coun- 
try with a total of 381 policies written 
during the month of November. The 
highest preceding record was claimed 
by F. W. Felkel of Anderson, S. C., 
with a total of 320 contracts in one 
month. Mr. Eubanks has received con- 
gratulatory telegrams from all over the 
country upon his achievement. Every 
policy was written by himself in White 
county, and he says that he did not 
His 
company has claimed for him the cham- 
pionship of the world. 

Mr. Eubanks began his 30-day cam- 
paign by circularizing 15,000 prospects 
and running a half page advertisement 
every day in the local paper. The sec- 
ond half of the month he again circu- 
larized his prospects and increased his 
advertisement to a full page daily. He 
wrote during this time a total of 406 
policies, but only 381 were examined 
and completed, carrying a total volume 
of $420,000. He received cash with 106 
of the policies. He wrote 59 the last 
day of the campaign, nine of which 
were written while seated on the run- 
ning board of his Ford touring car and 
winding up the month’s business with 
his own application. 


Agency Supervisor 


Sees Value in Smile 
As Business Getter 


E. VOIGHT, agency superinten- 

dent of the Bankers’ Reserve Life, 
of Omaha, sees much value in the culti- 
vation of a smile. He says: 

“Everyone admires a good sport— 
the fellow who is a good loser and can 
smile in defeat. You can’t write all 
the business but you can write more 
than you do. Be a red-blooded thor- 
oughbred and command respect, even 
when you lose out on a prospect. 

“When you let your mouth droop 
you’re inviting turndowns. Look at 
yourself in a mirror and learn to smile. 
See how it enhances your appearance. 
Notice how your countenance radiates 
and your personality changes. Then 
change to a sort of frown. Let your 
mouth droop and see what a difference 
it makes. Nothing attractive about 
your countenance now, is there? 

“People you meet notice these things 
the same as you notice them in the 
mirror. You are judged by your out- 
ward appearance. Possibly you've never 
stopped to think that the outside is a 
reflection of what’s within. 

“Get a smile on your face. You can 
say things with a smile on your face 
that you couldn't say when you frown, 
and get by with it. 

“You must put across that friendly 
feeling in your canvass, and if you do 
you'll get it back from the prospect, 
tenfold. Be sincere in your talk, but 
don’t forget the smile. 

“When you smile you have only 
pleasant thoughts. (Try it.) When 
you frown your thoughts are negative. 
Discouragement and failure creep in. 
(Try that now.) Which is the better? 
You be the judge. ‘Smile.’” 
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id materially the expansion of this organi- © 'i« Lansing Chamber of C mme rce It as Virtually ce that st 
1, White L. Moss, state senator in Ken- | zation which has enjoyed a very success- have also condemned the teachers’ plan, toward organized oppositi to the pr 
; <y, has been appointed agency mana- | ful business this year, Henry J. Handels- | particularly aiming at an additional in-| posal will be taken at a meeting next 








_ || BANKERS LIFE INSURANCE COMPANY 
OF NEBRASKA 


- Home Office: Lincoln, Nebraska 
5 Assets - - $24,200,000.00 


? TWENTY PAYMENT LIFE POLICY 
t DEFERRED DIVIDEND 

c. TWENTY YEAR SETTLEMENT 

- ' Barrington, IIl., Sept. 5, 1924. Matured in the 

- ee ee OLD LINE BANKERS LIFE INSURANCE 
e ncoin, Neor. COMPANY 


at : ventlemen = -Your representative, Mr, D. A. Flynn, just handed me your of Lincoln, Nebraska 
draft for $284.18 the surplus profits of my policy No. 16682 which matured 








. today, and now you are marking my policy up as a fully paid-up bond which 

~ F will pay me an annual dividend for life. 

r » ; , acer Ke , , , ; 

. Your other settlement options of cash $667.05 or a fully paid-up policy for Name of insured........ Wm. A. S. Wagner 
$1,742.00 were attractive, but I am well satisfied with the option chosen, and Ce oc ucectseens Barrington, Ill. 

n will take this opportunity to recommend your good company to all my friends Amount of policy AOS Sr are eee ke .$1,000.00 


e and business associates. T : : 
otal premiums paid............. 514.00 
ny Very truly yours, P pe 


‘ Wm. A. S. Wagner SETTLEMENT 


t Total cash paid Mr. Wagner $284.18 and 
a Paid-Up Participating Policy for $1,000.00. 








lv 
. . If interested consult one of our agents or write 
5 Old Line Bankers Life Insurance Co. of Nebraska, 14th and N Streets, Lincoln, Neb. 
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George Washington Life Insurance Company 
CHARLESTON, WEST VIRGINIA 
HARRISON B. SMITH, President 


presents opportunity for liberal contracts covering definite territory with 
Home Office registry and with power of appointment of sub-agents. 
The States of West Virginia, Virginia, Ohio, Kentucky, Tennessee, South 
Carolina, North Carolina, Georgia, Michigan, Oklahoma and Washington. 


Address | 
ERNEST C. MILAIR, Vice-President and Secretary 




















“If It Weren’t for Lapses” 


AVEN’T you often figured what a fine margin of income over your 
actual earnings you would have if it weren't for lapses? How 
much better off the families of your policy holders! Hav en’t you 

longed for some scientific, practical program of conservation? 


Agents working under the American Central Plan are able to place policy hold- 
ers on an immediate and continuous resale program which capitalizes every 
opportunity for convincing the policy holder that his original judgment was 
good. 


This is a part of the Plan. The pre-selection of prospects, the pre- a 
the canvass, control of the interview, close, the handling of notes, and 
definite resale campaign are all parts of this Plan by w hich successful saan 
are professionalizing their insurance work and their insurance service. 


Any agent who feels that he might be interested in associating himself with 
this company and operating under this Plan can secure full details regarding 
it by writing today to 


Perhaps the most comprehensive field 


development program in existence today. INSU RANCE co 
s 


One phase is described in this advertise- 
ment. INDIANAPOLIS 
ESTABLISHED 1899 
HERBERT M. WOOLLEN, President 








NUMBER SEVEN IN "A SERIES OF INFOR MATION ADVERTISEMENTS 
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THE SECURITY LIFE INSURANCE CO. OF AMERICA 


O. W. JOHNSON, PRESIDENT 
WANTS: A FIELD ORGANIZER 
CONTRACT—SALARY AND EXPENSES 


WANTS: GENERAL AGENTS AND MANAGERS 
CONTRACT COMMISSIONS OR COMMISSIONS 
AND EXPENSE ALLOWANCE 


Only Men of Experience Whose Records Will Bear the Closest Inspection Will Be Employed 
Address S. W. GOSS, Vice-President, The Rookery, Chicago, III. 


week in Bay City of Michigan life com- 
panies. 


TO EXTEND STATE INSURANCE 


“North Dakota Nonpartisan” Wants 
State to Enter Life Field—Urges 
All Jobs Go to “Faithful” 


BISMARCK, N. D., Dec. 2.—Al- 
though A. G. Sorlie, governor-elect of 
North Dakota, was elected to that office 
as the candidate of the Nonpartisan 
League, some hope had been felt that 
the state might have more of a business 
administration than under former Non- 
partisan League officials, as result of 
a statement given out recently by Mr. 
Sorlie in which he said: 

“I hope to be able to put North Da- 
kota and its institutions in the hands of 
business people and to remove them as 
far as possible from politics and politi- 
cians.” 

Now, however, the “North Dakota 
Nonpartisan,” official organ of the Non- 
partisan League, comes out with an open 
demand that League adherents be placed 
in every job in the gift of the admin- 
istration “from janitor to the highest 
priced deputy.” 

Its editorial also demands an exten- 
sion of the activities into both fire and 
life insurance, saying in that connection: 

The state of North Dakota can go into 
the life and fire insurance business any 
day it wants to. It could save policy- 
holders thirty million dollars a year by 
doing so. If policyholders were com- 
pelled to pay to the state the premiums 
they now willingly pay the old line com- 
panies it would not be necessary to levy 
a dollar of taxes in the state for any 
purpose. Furthermore, all our bonded 
debt could be paid without levying any 
taxes. 





DROP NEBRASKA GUARD PLAN 


Effort to Cover All Members in Met- 
ropolitan Life on Group Basis 
Fails of Fruition 





LINCOLN, NEB., Dec. 2.—The plan 
to insure the Nebraska national guard 
as a group in the Metropolitan, with 
Adjutant General Paul in the role of 
employer, has failed and the work of 
soliciting the members of the guard |} 
been dropped Under the provisions 
of the New York law, under which the 
Metropolitan was authorized to write 
national guard group insurance, it was 
necessary to line up 75 percent of the 


total membership of over 1700. This 
was found impossible, and the adjutant 
general reports that it has been aban- 
doned. 


The opposition stirred up by Omaha 
life companies is suggested as one ol 
the reasons why the proposition was 
not completed. The organization there 
and later W. A. Frazer, head of the 
Woodmen and a member of the cham- 
ber of commerce insurance committee, 
wrote open letters, first to the gover- 
nor and then to General Paul, com- 
plaining because Nebraska companies 
were not given a chance to compete 
in the beginning. They left some im- 
plications that finally brought a warm 
letter from the adjutant general in 
which he said that the Metropolitan 
solicited the business, and suggested 
that if the Nebraska companies had 
heen as wide awake they would have 
had their chance. That ended the dis- 
cussion. 

The total insurance proposed would 
have been slightly in excess of $3,000,- 
000. Mrs. Mary A. Fairchild, head ot 
the insurance bureau, has ruled that 
there is nothing in the Nebraska law t 
prevent companies incorporated in the 
state from writing this business. 





Starts Educational Classes 


The Wells-Williams Company, In- 
dianapolis general agents for the P acific 
Mutual for Indiana and Kentucky, have 
begun conducting classes of their sales- 
men for two hours on one evening each 














week. An educational program has been 





F) 





Met- 
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yjlanned which will require an entire year 
a. John E. Spiegel is in 
rge of the educational work. 


p} 
t 


Recommends Liquidation Bureau 


Commissioner T. S. McMurray, Indi- 
ana, recommends in his annual report 
legislation giving the department the 


wer to establish and operate a liqui- 
tion departinent to handle matters re- 
lating to the liquidation of insurance 
companies. He holds that such a depart- 
ent can handle this liquidation econom- 


lly, saving expense to the state, pol- 
holders and company. The unusually 


low expense results of the liquidation 
bureau of New York were doubtless the 
source of Commissioner McMurray’s 
recommendation. 


Can Bar Minneapolis Concern 


Che Investors Syndicate of Minneap 
olis lost out in the courts at Lincoln 
Saturday in its effort to compel the 
Nebraska department of trade and 
commerce to permit it to do business 

the state, as it had been in the past 
The court held that the department had 


the Mutual Life of New York in Wis- 
consin and northern Michigan 
Whitney, general agent at 
is personally directing the 
which is unique in that no special in- 


ducements such as prize awards or 
loving cups are being offered rhe 
campaign represents a straight attempt 


to gain the $2,000,000 goal through in- 


tensive cultivation of the field by each 
agent, tor the sake of the business 
alone. Gifford T. Vermillion, ace of the 
Mutual Life force in Wisconsin, gave 
the campaign a good send-off on the 
opening morning by turning in a paid 
up policy for $50,000, which was 
doubled a few hours later when one of 


the turned in a paid-up 


policy for 


up-state agents 
$100,000. 


Moss Joins Federation 


Charles H. 
Federation of 


Burras of the 
Illinois an 


President 
Insurance 


nounces the association ‘of T. R. Moss 
as secretary and treasurer of the feder 
ation. Mr. Moss is experienced in the 
organization field, having been for a 
number of years past with the Illinois 


Chamber ot Commerce as legislative 

















discretion in the matter, and that it 
had not been shown that it abused this Secretary and director of campaigns 
or acted in an arbitrarv matter. The throughout the state. This means that 
company has been selling certificates to ¢XPansion of the federation will be 
mature at specified dates, and both in- Pushed to the utmost and an organiza- 
surance agents and building and loan tion perfected in every senatorial dis- 
associations objected to them as unfair ‘trict in the state. 
competition, the one that they were ton- A meeting of the board of directors 
tine contracts and the other attacking Of the federation will be held Dec. 5 at 
the soundness of the principle upon federation he adquarters, at which time 
which thev were written The state Plans will be laid for the coming winter 
board had refused to grant a permit on and spring. 
the ground that the forfeitures in the — 
earlier years of the contracts were too Badger Agency Passes Allotment 
rT t 
aici The Badger Agency of the Kansas 
“aaa City Life at Milwaukee, Wis., to which 
Seek Two Million in December an allotment of $3,000,000 was as- 
\n attempt to write $2,000,000 worth signed for 1924, has already submitted 
paid-for business in December is be- that amount, and now hopes to make 
ing made by the Whitney agency for it $3,500,000 tor 1924. 
| 
FIGHT WILL NOT BE REVIVED sstatement. The life insurance men take 


Ferguson States His Wife Will Not 
Raise Issue on Robertson Law 


in Texas 


Dex 4 Mrs 
elect, 1s 
Rob 
Fur 
no tight 
That fact 


DALLAS TE ins 
Miriam A. Ferguson, governor 
not going to start any tight on the 

insurance law of 
ther. she will countenance 
started in other quarters 
settled this week when James E 
Ferguson, husband of the governor 
elect, wrote letters to H. A. Wroe, 
ident of the a National 
of Austin, and L. McBride of 
attorney for one of the leading 
lite companies. 

Mr. Ferguson's letters 
recent interview given by 
eral Keeling of Texas in 
nae yd general stated Mr. 

1 been in favor of repealing the 
ertson act and he presumed the question 
would be renewed under the adminis- 
trat og of Mrs. Ferguson 

. Ferguson this week stated the “at- 
rney-general was right in saying he 


ertson Texas 


Was 


pres- 
Bank 
Dallas, 


Texas 


dealt with a 
Attorney Gen 
which the 
Ferguson 
Rob- 


once favored the repeal of the Robert- 
son act. He said at that time he be- 
lieved the farmers were not able to get 


money at rates as cheap as they should 
and he thought the returning of the 
old life companies to Texas would rem- 
that situation. The former governor 
said times have changed since then and 
people can now borrow more money 
than they can pay interest on and there 
no reason for changing the insurance 
laws. He said further that his wife 
would look with disfavor on any move 
bring about such change. 

The Ferguson statement removed the 
cloud which has been hanging over life 
insurance circles since his wife was 
nominated and elected governor. The 
life insurance companies believed the old 
fight would be renewed, and especially 
so in view of the attorney general's 


edy 


Mr. lkerguson’s statement to mean that 
not only will his wife look with dis- 
favor on any move to repeal the Rob- 
ertson act, but would veto such a bill 
if it is passed by the legislature 


Houston Managers Commend Scott 


Che managers of the 
surance agencies have 
Commissioner Scott of 
tions adopted by them 
Judge Scott for his stand in 
ethics in employing life insur 
and in his position against dividing com 
missions with non-licensed 
outside brokers. The resolutions were 
sent by W. F. Haver, president of the 
South Texas Life Underwriters Asso 
ciation and supetintendent of Texas 
agencies of the Northwestern National 


Houston lite in- 
forwarded to 
Texas resolu 
commending 
entorcing 
ance agents 


agents of 


Lite Employment of agents who owe 
other companies is condemned in the 
resolutions. Before accepting new em 
ployment agents must have made full 
settlement with their previous compa- 
nies, is the position taken by the Hous- 
ton men. 

Mr. Haver in his letter of transmissal 
says the insurance agent should be 
placed on the same professional basis 
with the lawyer, doctor and others in 
business. The resolutions were not pre- 


sented to managers of Texas companies 
in Houston, but Mr. Haver expresses 
the opinion that they would have signed 


them had they been given an oppor- 
tunity. 

Goes With United Fidelity Life 

F. H. Jasper, for six years sales and 
advertising manager of the Fidelity 
Union Fire and Fidelity Union Casualty 
of Dallas, Tex., has joined the United 
Fidelity Life of Dallas as supervisor of 


agents. 


Four Women on Dallas Staff 
The Ohio State Life office at Dallas, 
Tex., now has four women on its staff, 
the latest to be appointed being Mrs. 


Bruce 
Milwaukee, 


Campaign, 


LIFE INSURANCE EDITION 


Mattie D. Fobes and Mrs. Mary Egly 
President Sarver of the Ohio State Life 
says that women are proving very suc- 
cesstul in the insurance business, a large 
number of them having been engaged 
by his company. 





| PACIFIC COAST 


OCCIDENTAL REINSURES STATE 











Montana Company Taken Over by Los 
Angeles Company, Though Great 
Falls Office | Will Be Continued 


The State Lite ; Monts ina, with home 
othces at Great 2 alls, has been taken 
over by the Occidental Life of Los 
Angeles, Cal., and the two companies 
will be consolidated under the name of 


Occidental Lite The head othces of the 


company will be in Los Angeles, but 
state headquarters will be continued in 
Great Falls, under the management of 
the present State Life officials rhe 
State Life, which was organized in 1914, 
had over $6,000,000 in torce, giving the 
consolidated company insurance in torce 


admitted assets 


i Lite operated 
in Colorado, l« Montana, Washing 
ton and \Wyvoming, and this bu ss will 
be operated trom the Gre: all 
future | l Beaty, tormerly 
secretary of the State and W > 
Hosking, who has treasurer 0 
will manage the 
othice in Great ke; 


ot about $65,000,000 and 


ot $6,500,000 








in the 
been ’ 


the company consoli 


dated companies ills 


Woman Agent's s Great Record 


The accomplishments of Mrs. Ther 
esa Lachman, representative of the 
Equitable Life in San Francisco, are a 
striking example of what may be ac 
complished by women in the world of 
life insurance Particularly are her 
achievements of tmterest when it 1s 
noted that prior to entering the held 
OL inte insurance ten vears ago Mrs. 
Lachman had had absolutely no busi 


ness tramimg or experience During 


her ten vears’ activities up to Nov 14 
1924, Mrs. Lachman has paid for well 
over $2,690,000, In the first ten months 
of this vear she paid tor $521,000 with 
premiums in excess of $21,000, Of the 
many cases written by Mrs. Lachman 
during the past three vears all but twe 
were written on binder and during this 
period she had only two policies re 


turned N. T. O 


Comments on Inspection 


of Japanese Life Risks 


HE problems involved in inspecting 
lapanese life insurance risks were re- 
the last issue of the Hooper 
house organ “Ounce of Pre- 
rhe article stated that there 
is a degree of difficulty in the inspection 
of all aliens within the borders of the 
United States, but this is particularly 
true in the case of the Japanese and 
some other’ eastern races. The Euro- 
pean immigrants assimilate American 
customs and language more rapidly and 
mix more readily. While the Japanese 
remain apart and seldom mix with the 
Americans, they are the first to see 
the benefits of insurance and take ad- 
vantage of its protection. Several com- 
panies are at present writing business to 
some extent on Japanese risks and the 
inspection of these risks was a difficult 
problem As the Japanese are clannish 
to a high degree, it is hard to obtain in- 
formation concerning Japanese individ- 
uals from their American neighbors and, 


viewed in 
Holme Ss 
vent 


mn 


by reason of lingual difficulties, from 
most of those of their own race. There 
is one excellent means of approach, in 
the secretaries in the Japanese associa- 
tions. The Japanese, in line with clan- 
nish customs, keep closely together to 
these associations and a very close check 
is kept over all native born residents 
If these secretaries are approached 


directly and entirely in the open, with 
no attempt to cover the purpose of the 
questioning, satisfactory information can 
be obtained. 








New Policies 


New and appealing line of 
policies being written. 


Rates exceptionally attrac- 
tive. 


Unusual contracts to 
agents. 


Several splendid agencies 
open in Iowa. 


Write for information. 
LaMonte Cowles, President 


NATIONAL 
AMERICAN 


LIFE INSURANCE COMPANY 
Burlingten, lowa 














ACTUARIES 








ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 
160 N. La Salle St. 
Telephon« State 7298 
CHICAGO, ILL. 








A. GLOVER & CO. 








OHNE. HIGDON ( Actuaries & Examiner 


OHNC. HIGDON } £8 Sates pulling 








K J. HAIGHT 
CONSULTING 
ACTUARY 
$18-613 Hume-Mansur Bidg. 
INDIANAPOLIS 
Hubbell Bldg. DES MOINES, IOWA 








DERIC S. WITHINGTON 
oiea LTING ACTUARY 
Insurance en Boe 

Taw Walnut 3761 DES M 








J. McCOMB 
. COUNSELOR AT LAW 
CONSULTING ACTUARY 
Premiums, Reserves, Surrender Val- 
wes, etc. Caleulated. Valuations 
and Examinations Made. Policies 
and all Life Insurance Forms Pre- 
The Law of Insurance « 


pecialty. 
Colcord & OKLAHOMA CITY 








H. NITCHIE 
° ACTUARY 


1523 Association B! 19 8. La Salle St 
Telephone State CHICAGO 








ULIAN C. HARVEY 
CONSULTING ACTUARY 
Chemical Building ST.LOUIS MO. 
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IF YOU ARE STRONG ENOUGH TO STAND ALONE 


Secure a contract with California State Life and receive the full com- 
mission on your business without reduction to take care of the expenses 
of superintendence and losses from advances to weak salesmen. 

Exceptional opportunities for capable, experienced salesmen. Attract- 
ive first year commissions and liberal renewals. References required. 
No advances. 


Write to: 
J. R. Kruse, Vice-President 


CALIFORNIA STATE LIFE 


Sacramento 








Insurance Promoters 


We can 


—Buy the balance of your stock. 
—Put you in business at once. 
—Resell stock back to you at same price. 


If your a. is strong and your stock 
partially sold; you will be interested in our 
plan. 


Smith, Hardy & Company 


208 S. La Salle St., Chicago, III. 























American National Insurance Company 
OF GALVESTON, TEXAS 


WwW. L. MOODY, JR. SHEARN MOODY, W. J. SHAW, 
President Vice-Presiaent Secretary 
FINANCIAL STATEMENT JUNE 30, 1924 
ASSETS LIABILITIES 
Real Estate Owned.......-. $ 1,104,974.53 Net Reserve (American Ex- 
Mortgage Loans (First Lien perience Table, 8 & 831% %) $15,035,169.00 
on Real Estate) .......-+- 6,516,988.73 Reserves for Death Losses in 
Collateral Loans .........-- 25,000.00 Process of Adjustment or 
Leans to Policyholders (On Adjusted and Unpaid..... 181,813.00 
this Company's Policies).. 1,816,922.97 Reserve for Taxes and De- 
PTD. dcdccuesduousesoannnt 6,876,621.55 SEE éscssndace ° 143,694.88 
Se Oe Pc cucaccetas 1,416,770.99 Miscellaneous Liabilities" 216,658.45 
Certificates of Deposit (De- Capital Stock ...$1,000,000.00 
SE *sncaetesonoseocase 24,844.00 Assigned Fund 
Interest Due and Accrued. 875,278.54 and Surplus .. 2,007,582.98 
Deferred and Uncollected Surplus ecurity to Policy- 

Premiums (Net) .......-- 376,012.00 DD. ~snadencsaudeuaan 3,007,588.98 
Tetek AGS cecccccseces $18,533,408.31 Total Liabilities ....cccees $18,533,408.31 
GAINS MADE DURING FIRST HALF 1924— 

Increase in Insurance in Force..........sesseeesees $16,.722,438.00 
Beewense Ge AGMMGE AGB. cc cccccccescccccesecves 1,462,819.82 
Increase in Surplus Security to Policyholders......... 138,411.53 


€ Ly ) OL Cc D- 
INSURANCE IN FORCE TOTAL TANCE ORGAML 
JUNE 80, 1924 ZATION— 


$231,759,842.00 $15,285,.539.87 
Ordinary Life, Industrial Life & Accident Insurance to Meet the Requirements of Every 
Insurable Person. 
HOME OFFICE BUILDING 


Operates in Twenty-one States and the Republic of Cuba 
Gross Income Averages, $726,612.00 per Month 


ADMITTED ASSETS 
$18,533,408.31 














Annual Statement of 


The Security Mutual Life Insurance Company of Lincoln, Neb. 





At Close of Busi ber 31, 1923 
- ASSETS LIABILITIES 
First ortgage Loans on Net Legal Reserve on 
Real Estate $1,275,956.50 Policies in Force....... $2,445,233.45 


Real Estate (Home ’ Office 


Building) 634,701.75 Installment Policies ...... 6,868.33 
“io. and Municipal inceen ee a a 
Policy Loans ............ 607sTeo7 Completed ............ OAE8.8 
Premium Notes ..... Ey 39,430.18 Premiums Paid in Ad- 
Cash in Office and in OE a ae ny ARE 1,757.04 
Janks 159.429.45 
Accrued Interest and Rents 46,054.70 Interest Paid in Advance. 5,936.93 
a ~~ ay 4 Uncollected 50,862.99  ‘ccounts Payable ..... 5,963.45 
All Other Assets... 59 376.84 Reserved for Taxes, Pay- 
—_—_—_—_—_———— OBIS GP B9D6..ccecccces 23,734.00 
a fae bigs Fy eaten Dividends Assigned ...... 122,551.41 
educ , ‘ ; 
mitted SRR cs 61,309 36 Surplus to Policyholders.. 365,369.52 








- 2.983.479 13 Total Liabilities 


Net Admitted Assets $2,983,479.13 


Frank W. Sloan 
Vice President 


Cc. D. MULLEN 


E. B. Stephenson, 
Vice Pres. and Secretary 


| President rm 




















IN THE ACCIDENT AND HEALTH FIELD 








NEW POLICIES OF U. S. F. & G.! 


Baltimore Company Has New Accident- 
Only Contract and One Especially 
for Doctors and Dentists 


BALTIMORE, MD., Dec. 2.—The 
United States Fidelity & Guaranty an- 
nounces the issuance of two new ac- 
cident policies—the pilot income and 
the other an income policy created ex- 
clusively for physicians and dentists. 

“Since the issuance of the pilot income 
disability policy we have had ever-in- 
creasing demand for an accident-only 
policy, without death benefit,” said 
President R. Howard Bland. “Accord- 
ingly we have prepared a policy with 
valued indemnities for loss of limb and 
sight and providing weekly indemnity 
on account of all other disabling in- 
juries: we have added all of the other 
indemnities’ of the pilot accident and 
for good measure have put in optional 
graduate nurse fees. 
ing period.’ 

“In our physicians’ and dentists’ pol- 
icy we have provided double indemnity 
for injury resulting from the two chiet 
hazards of the profession, septicemia 
and the automobile. Day or night, rain, 
hail or snow or blow, the physician must 
respond to the call of suffering. He 
can not pick or choose the time of his 
comings and goings. In fair weather 
and foul, regardless of slippery streets 
or snow-packed roads, he must carry 


on. It is obvious the automobile hazard | 


is greater in his case than in that of 
the average man. 
an ever-present menace. We have also 
provided a 10 percent annual accumu- 
lation of the weekly indemnity. The 
policy will afford the practitioner the 
most complete coverage obtainable.” 

In making the announcement Presi- 
dent Bland said there are two facts 
which agents should keep in mind: 

1. In an era of “good times” there 1s 
great demand for, and sale of, accident 
insurance. When people are busy, and 
especially when they are busy making 
money. they cannot afford to be laid 
up, and in anticipation of such a possi- 


bilitv thev are willing and even eager to 


safeguard themselves with insurance. 
Income insurance is an accurate barom 
eter of business and economic cond- 
tions 

2 There is no 
come insurance. 
of it to write, and it is just as readily 
written in January as it is in July. 


“closed season” in in 





Federal Life’s New Department 


Isaac Miller Hamilton, president of the 
Federal Life of Chicago, announces the 
appointment of O. Steinkemper as mana- 
ger of newspaper insurance department 
in charge of the sale of a special travel 
and pedestrian insurance policy through 
newspapers Mr. Steinkemper has been 
very successful in this particular line of 
work and it is believed by the Federal 
officials that he will have a larger op- 
portunity with the Federal than he has 
previously enjoyed A large number of 
travel policies of the general type which 
the Federal proposes to issue have been 
placed through the subscription depart- 
ment of large American daily papers dur- 
ing the year soon to close 

The Federal has sold, through its reg- 
ular agents, a large volume of travel 
policies during the last two years, and 
has, in consequence, the necessary ex- 
perience, from an underwriting stand 
point, to justify this new departure 
which will greatly broaden the scope of 
its accident and health department 

Mr. Steinkemper will have his head 
quarters in the home offices of the Fed- 
eral Life, 168 North Michigan boulevard 
Chicago 


Rex Health & Accident Expanding 


The Rex Health & Accident of Indian 
apolis is expanding its life insurance, 
weekly industrial business, The company 
expects to enter additional Indiana cities 
during the coming year M. H: Toy is 
president and George B. Ewell, secretary 


There is no ‘wait- | 


Blood poisoning is | 


| Midwest Life; M. W. 


There is just as much | 





COMMITTEES OF CONFERENCE 





President C. O. Pauley of Health & Ac- 
cident Underwriters Announces Se- 
lection for Year 


C. O. Pauley, president of the Health 
& Accident Underwriters Conference, 
this week announced the committees 
of that organization for the coming 
vear as follows: 


Auditing—R. L. McOuat, chairman, 
Business Men's Indemnity; Joseph Jen- 
kins, Maccabees; A. J. Alwin, Minne- 
sota Commercial Men's 

By-Laws — Isaac Miller Hamilton, 
chairman, Federal Life; J. W. Scherr, 
Inter-Ocean Casualty; E. C. Bowlby, Fi- 
delity Health & Accident; H. G. Royer, 
Great Northern Life. 

Credentials—F. M. Feffer, chairman, 
Mutual Life of Illinois; C. B. Hirons, 
Fort Wayne Mercantile Accident; Roger 
3illings, Fraternal Protective. 

Educational—W. G. Alpaugh, chairman, 
Inter-Ocean Casualty; W. W. Dark, 
American Liability; E. C. Budlong, Fed- 
eral Life. 

Entertainment—W. T. Grant, chair- 
man, Business Men’s Assurance; W. E. 
Brimstin, Federal Life; H. G. Royer, 
Great Northern Life; A. J. Jekel, Relia- 
ble Life & Accident; G. S. Galloway, 
American Service Bureau. 

Grievance — C. W. Ray, chairman, 
Hoosier Casualty; E. J. Faulkner, Wood- 


'men Accident; C. G. Traphagen, Time. 


Legal—Edward St. Clair, chairman, 
North American Accident; C. A. Atkin- 
son, Federal Life Insurance; Thomas J 
Tyne, National Life & Accident. 

Legislative—Dr. J. R. Neal, chairman, 
Mutual Life of Illinois; Dr. Milbank 
Johnson, Pacific Mutual Life; F. J. Thar- 
inger, Old Line Life; W. H. Howland, 
General Accident. 

Manual—John Patterson, chairman, 
Massachusetts Bonding; F. C. Crittenden, 
La Salle Print Shop; W. W. Powell, 
Southern Surety. 

Membership—L,. D. Ramsey, chairman, 
Business Men's Assurance; L. M. Fingard 
Merchants Casualty; R. E. Weaverling, 
Hobart, Ministers 
Casualty Union; J. W. Blevins, Interstate 
Life & Accident. 

Press—J. H. Higgins, chairman, Ameri- 
can Travelers; R. A. Gowdy, United Cas- 


| ualty; E. E. Elliott, Physicians Casualty. 


Program—Harold R. Gordon, chair- 
man, Health & Accident Underwriters 
Conference; F. J. Stich, Continental Cas- 
valty; F. L. Barnes, Employers Indem- 
nity; N. L. Criss, Mutual Benefit Health 
& Accident; M. E. LeSueur, Provident 
Life & Accident. 

Resolutions—Dr. W. F. Jarvis, chair- 
man, Fraternal Protective; Dr. W. J 
Means, American Insurance Union; J. S 
Irish, Iowa State Traveling Men's. 

Statistical—L. D 
man, Federal Life; 


Cavanaugh, chair- 
Miss G. P, Edwards, 


| Illinois Mutual Casualty; Geo. R. Ken- 


dall, Washington Life & Accident; A. E 
Forrest, North American Accident; Har- 
old R. Gordon, 

Taxation—.\ E. Forrest, chairman, 
North American Accident; W. G. Curtis, 
National Casualty; C. A. Craig, National 
Life & Accident. 


Commissioner Is Enjoined 


MADISON, WIS., Dec. 2.—Follow 
ing the refusal by the Wisconsin sup- 
reme court to rehear the case brought 
against Commissioner W. Stanley 
Smith by accident and health companies 
operating in the state, a permanent in 
junction has been issued restraimmng 
Commissioner Smith and his successors 
irom revoking or refusing to renew h 
censes of any of the plaintiff companies, 
or the license of any agent of these 
companies, by reason of the writing ot! 
issuing in Wisconsin of policies, riders 
endorsements and renewal certificates 
containing the features and provisions 
described in the complaint. Com: 
sioner Smith attempted to enforce his 
interpretation of the standard provts 
ions law and had refused to relicense the 
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ompanies and their agents as long as 

they issued the present policy forms. 
[These forms are now fully reinstated by 
e court. 


More Accidents to Traveline Men 


DES MOINES, IA., Dec. 2—The high- 
est accident insurance carried by any 
class or profession in Iowa goes to trav- 
eling salesmen. During the past 25 years 
the amount of such protection carried 
individually has doubled, keeping pace 
with increased costs as well as higher 
incomes. 

One-third of the losses paid on acci- 
dent policies of this character are due 
directly to automobile accidents. The 
hazard, according to H. E. Rex, secre- 
tary and treasurer of the Iowa State 
Traveling Men's, is much more since the 
advent of the auto. In that company, 
in 1923, one out of every 1,392 members 
was killed, one in every 20 injured, 27 
percent of death claims were due to 
automobiles and the year showed a 5 
percent increase in the number of claims. 


National L. & A. Changes 


The National Life & Accident of Nash- 
ville announces several promotions in 
the field. C. R. Smith, an agent in the 
Oklahoma City district has been pro- 
moted to a superintendency there. J. W. 
Hendricks, Jr., formerly a superintend- 
ent in the Houston district, has been 
made manager at Bryan, Tex F. P 
Robinson, superintendent in the Okla- 
homa City district, has been appointed 
manager at San Diego, Cal. V. M. Wil- 
liams of San Antonio has been promoted 
to superintendent in that district J. N. 
Cypert of Oklahoma City has been ap- 
pointed a superintendent there R. L 
Christenberry, manager at San Diego, 
Cal., has been transferred to Tulsa, Okla 


E. E. Baker Is Dead 


E. E. Baker, manager at Owensboro, 
Ky., for the National Life & Accident of 
Nashville, died at his home last week 
after a prolonged illness Mr. Baker 





has not been able to be at his desk since 
early in the summer. He had very 
nearly rounded out 20 years of service 
with the company, starting as an agent 
in 1906. He was made an assistant in 
1910 and in 1911 was made manager at 
Helena, Ark. He was later transferred 
to the Galveston district and in 1917 was 
transferred to Oklahoma City. In 1919 
he was made manager at Owensboro 


New Indianapolis Company 


The American Income Insurance Com- 
pany of Indianapolis, the new accident 
and health company which began writ- 
ing business in that city Oct. 1, has taken 
office space in the ninth floor of the 
Meyer-Kiser Bank building Charles 
Scholer is president L. P. Horton, In- 
dianapojis representative of the United 
States Casualty and one of the leading 
writers of accident and health insurance 
in that city, is one of the directors. The 
American Income is writing monthly pre- 
mium policies almost exclusively. 


Kokomo Company Gets Home Backing 


The Kokomo Life & Accident has re- 
ceived a pledge of cooperation from the 
Kokomo Chamber of Commerce. Recently 
a new company wanted to establish it- 
self in Kokomo and proposed to the 
Chamber of Commerce that it would lo- 
cate there if $10,000,000 in insurance 
were pledged by Kokomo business men 
When it was called to the attention of 
members of the Kokomo Chamber of 
Commerce that a life and accident com- 
pany had already started in the city, 
W. E. Weller, secretary and general man- 
ager of the company, was invited to 
speak before the organization and tel 
members about his company. He did so, 
with the result that the Kokomo bus!t- 
ness men decided that there was no rea- 
son why they should give their support 
to someone proposing to come into Ko- 
komo with a company when a company 


had already established itself in their 
own midst The Kokomo company is 
well and favorably known in its home 


city and surrounding cities 





Policy Literature, Rate Books, etc. 


PRICE, $3.50 and $2.00 respectively. 





NEWS ABOUT LIFE POLICIES 


New Policies, Premium Rates, Dividends, Surrender \ alues, and all Changes in 


Digest” and “Little Gem,” Published Annually in May and April respectively. 


Supplementing the “Unique Manual- 








RELIANCE HAS NEW DIVIDENDS 


Schedule for 1925 Shows Notable 
Increases Over Present Schedule, 
Averaging About 15 Percent 





The Reliance Life of Pittsburgh has 
issued its new dividend schedule for 
1925, showing notable increases over the 
present returns. The increases vary 
irom 10 to 25 percent and average about 
15 percent. The new schedule is as fol- 
lows on the three principal policy forms 


Ordinary Life 
















— Policy Year———_, 
Age Prem. 5 10 15 20 
_ ar $16.26 $2.58 $2.79 $3. $3.49 $3.95 
1 esnae 16.57 2 2.83 3. 3.56 4 
3 re 16.90 2.6 2.86 3.62 4. 
7? seumre 17.24 2.6 2.90 3 » 4.2 
SD snes 17.60 2.6% 2.94 3.3 3.77 4.2 
20 17.97 2.72 2.98 ; 3.84 4.3 
21 18.36 2.75 3.03 3 3.92 4 
18.77 2.78 3 3 4.00 4.5 
oeece 19.21 2.82 3.12 3 4.09 4.7 
Se coves 19.67 2.86 3. 3 4.18 4 
eee 20.13 2.89 3 3. 4.27 4.§ 
De seene 20.64 2.93 3 3. 4.36 5. 
Be esues 21.17 2.98 3 3.8 4.47 5. 
28 21.72 3.02 3.39 3.94 4.58 5.3 
» saeen 22.31 3.07 3.46 4.03 4.69 5 
DD cccee 92 3.11 3.52 4.11 4.80 6.55 
BE eoene 3.57 3.16 359 4.20 4.92 5.7 
Be eccce 25 3.22 3.67 4.32 6.06 56 
BS cccce 97 3.27 3.74 4.41 5.18 6 
1 wsees 73 3.33 3.823 4.52 5.32 6.2 
SB cccve 55 3.40 3.91 4.64 65.47 6. 
5S cecce 40 3.46 3.99 4.77 5.62 6.5 
7 28.29 3.54 4.09 4.88 5.77 6.7 
S 29.25 3.61 4.18 5.01 5.93 6.3 
3y 30.27 3.70 4.30 65.16 6.11 7 
40 31.33 3.77 4.40 5.29 6.28 7.3 
41 32.48 3.87 4.53 5.46 6.47 7.8 
42 33.68 3.95 4.64 56.60 6.65 7. 
4 34.97 4.05 4.77 5.77 6.85 7.$ 
44 36.35 4.16 4.92 5.95 7.06 8 
GP eccas 37.80 4.27 6.06 6.13 7.27 8 
46 39.35 4.40 5.22 6.32 7.49 8.6 
Oe ccese 41.00 4.52 6.37 652 7.71 8. 
OP sesen 42.76 4.65 5.54 6.72 7.94 9%. 
1 44.64 4.79 3.73 6.94 A.1% ta 
50 . 46.65 4.95 591 7.16 845 9 
































——— Policy Y r 
Age Prem. 1 5 1f 15 
51 48.79 5.12 6.12 7.42 8.72 9.97 
52 51.05 5.29 6.33 7.67 9.00 10.25 
53 53.48 5.48 6.55 7.93 9.29 10.55 
54 56.08 6s 6.80 en | “59 10.8% 
55 58.84 5.89 7.04 8.50 9.90 11.18 
5 61.79 6.12 7.31 8.80 10.23 11.52 
5 64.95 6.36 7.60 9.13 10.57 11.88 
5 68.31 6.62 7.90 9.47 10.93 12.25 
5a 71.92 6.90 8.2 9.82 11.30 12.65 
60 75.77 7.19 8.55 10.19 11.69 13.07 
20 Payment Life 

— Policy Year—————, 

Age Prem 1 5 10 15 20 
15 $24.91 $2.93 $3.48 $4.31 $5.32 $6.56 
16 25.28 2°96 4.37 5.40 6.66 
17 25.65 2.98 4.42 5.47 6.7¢ 
18 "6.03 3.00 4.47 5.54 6.86 
19 26.45 3.04 4.54 5.64 6.98 
20 26.86 3.06 4.59 5.71 7.08 
21 27.30 3.09 4.66 5.80 7.19 
27.75 3.12 r 4.72 5.89 7.31 
28.23 3.82 4.8 99 T.44 

28.72 3.86 4.86 6.08 7.57 
29.24 3.92 4.94 6.19 7.70 
29.76 3.96 5.01 6.28 7.83 
B0.32 4.02 5.09 6.39 7.97 
30.91 4.09 5.18 6.51 8.13 
31.50 4.15 6.27 6.62 8.37 
2.13 4.21 5.36 6.75 8.43 
2.79 4.28 § 6.87 8.59 

33.46 4.34 5 6.99 8.74 
34.17 3 4.42 §& S| et 
34.91 3 4.49 5 7.26 9.08 
15.71 3 4.59 5 4 9.27 
36.62 3 4.67 5 9.45 
37.37 3.83 4.75 6 9.63 
8.27 3.91 4.85 6 1.82 
39.21 3.98 494 6 10.02 
40.20 4.06 5.05 6 10.22 
41.24 4.14 5.15 8 10.42 
42.35 4.33 7 6 10.63 
43.51 4.32 6 10.85 
44.74 4.42 7 11.07 
46.04 4.52 7.24 09 11.29 

47.40 4.63 7 27 51 
48.86 4.75 7 9.48 11.75 
50.42 4.87 7.75 9.68 11.99 
52.07 56.01 7.95 9.90 12.25 
53.83 56.16 8.15 10.12 12.50 
55.70 65.31 8.36 10.35 12.77 
57.70 6.48 8.58 10.59 13.05 
59.81 5.66 8.81 10.83 13.32 

62.09 5.84 9.04 11.08 13.61 

64.52 6.05 9.30 11.35 13.91 
67.13 6.27 9.56 11.62 14.23 
69.92 6.50 9.84 11.91 14.56 

















We Arm the Ambitious! 


Our monthly SALES LETTER has a yearly total of 144 
rich pages. 

Supplies a commission-creating educational course—stories 
of delivered cases, descriptions of approaches and closings, 
answers to objections, prospect methods, inheritance tax 
arguments and illustrations, monthly income sales talks, busi- 
ness insurance presentations, sales by women to women, 
farmer solicitation, young men solicitation, and the like—all 
in the language of the actors in the experiences related. 


Increasing efficiency, through constant study, leads to the 
maximum of profitable service. We arm the ambitious! 


The Penn Mutual 
Life Insurance Company 
Philadelphia, Pa. 


Organined 1847 
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q If your present opportunities in the life in- 
surance business are limited to personal pro- 
duction, our agency contract will interest you. 
It offers better than general agency opportuni- 
ties, vested renewals and low cost insurance. 


q Exceptional opportunities are open in Min- 
nesota and Ohio and a few in Wisconsin. 


@ Check up our record. 


Nati 


eenal 






nsurance pary 
Home Office, Madison, Wis. 























100 PER CENT 
EFFICIENCY 


Life men find our methods bring their efficiency up to 
100 per cent. 


We consider every man insurable and rate each case 
on its own impairment and amount of risk involved 


We take the “Blue Monday” out of, the life insurance 
business by helping you salvage your wasted energy 
expended on Sub-Standard business. 


We have everything in the life game to offer. Let us 


tell you how. 


ICAL LIFE 


INSURANCE COMPANY OF AMERICA 
WATERLOO 1tOWA 


I. G. LONDERGAN 


E. E. BROWN 
Viee Pres. & Gen’! Mgr. Agency Supe: visor 
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Pc Home Office 
Service 


After you have your prospect all 

enthused— 

And you made out his papers and 

sent them to the home ofhce— 

Isn't it a grand and glorious feeling 

to get the policy by return mail? 
WEST COAST LIFE’S Home 
Office gives that. kind of service 


regularly. 


West Coast Lire 


INSURANCE COMPANY 
HOME OFFICE -SAN FRANCISCO 





The only company on the Coast carrying Group Inswance 
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Shortening The Selling Process 


UR SYSTEM of obtaining “leads” for our Agents has been cited 
as one of the most successful in operation. 


This service is part of our comprehensive program of Home Office 
cooperation which is of genuine practical value to our men in the field. 
Service to policyholders is also the best kind of service to ents. 
Our Policyholders Service Department offers, among other things, 
the health service of the Life Extension Institute free of charge. 


For information concerning Agency opportunities, address: 
T. LOUIS HANSEN, Vice-President 


The Guardian Life | Insurance Company 


Established 1860 under the Laws of the State of New York 
Home Office: 50 Union Square, New York 
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©) The OHIO STATE LIFE 


LIFE. HEALTH. ACCIDENT ~° MONTHLY INCOME INSURANCE 


ideal LATEST POLICIES AND AGENCY CONTRACT BU'USZ INE 
Openings Obie, Ind, Ky., Mich, W. Va. Tex. and Okla, Write Columbus " 








“The Capitol Life Insurance Company desires to obtain the 
services of good, reliable agents in all unoccupied territory. 
Please address the company for further information.”’ 
The Capitol Life Insurance Co. of Colorado 


Clarence J. Daly, President 
Denver, Colorado 








Ninth in the U. S. A. 


In 14 years this Company developed an accident and 
health business that placed it in 9th place among all the 
companies of the United States in amount of disability 
claims paid. And it is now mraking equal progress in the 
z development of the Life Insurance Department. 


BUSINESS MEN’S ASSURANCE COMPANY 
W. T. GRANT, President KANSAS CITY, MISSOURI 
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Policy Year————_, 
10 


Age Prem. 1 15 20 
Be cecece 72.91 6.75 8.22 10.13 12.20 14.90 
De steve 76.13 7.02 8.52 10.44 12.51 15.25 
GO svcse 79.61 7.31 8.83 10.77 12.84 15.63 


20 Year Endowment 


w——— Policy Year ———_,, 
0 











Age Prem. 1 5 1 15 20 
15 ...$47.72 $4.66 $6.09 $8.24 $10.90 $14.18 
16... 47.80 4.67 6.10 8.25 10.91 14.19 
17... 47.87 4.68 6.11 8.26 10.92 14.20 
18... 47.95 4.68 6.11 8.27 10.93 14.21 
19... 48.04 4.69 6.12 8.28 10.93 14.22 
20... 48.13 4.70 6.13 8.29 10.94 14.23 
21 48.23 4.71 6.14 8.29 10.95 14.24 
2 48.34 4.72 6.16 8.31 10.97 14.26 
48.45 4.74 6.17 8.33 10.99 14.28 
48.56 4.75 6.18 8.34 11.00 14.29 
25 48.68 4.77 6.20 8.36 11.01 14.31 
26 48.81 4.77 6.21 8.36 11.02 14.32 
48.96 4.80 6.23 8.39 11.05 14.35 
49.11 4.81 6.24 8.40 11.06 14.86 
49.28 4.83 6.27 8.43 11.09 14.39 
49.46 4.85 6.29 8.44 11.10 14.41 
49.66 4.88 6.31 8.47 11.13 14.44 
49.87 4.89 6.33 8.49 11.15 14.46 
50.09 4.92 6.36 8.52 11.18 14.49 
50.35 4.95 6.39 8.55 11.20 14.52 
50.62 4.97 6.41 8.57 11.23 14.55 
50.92 5.01 6.45 8.61 11.27 14.59 
51.25 5.03 6.48 8.64 11.30 14.62 
51.62 5.08 6.53 8.69 11.34 14.67 
52. 5.12 6.57 8.73 11.38 14.71 
52. 5.15 6.61 8.77 11.42 14.75 
e 52.5 5.20 6.65 8.82 11.46 14.80 
42. 53.49 5.25 6.71 8.88 11.52 14.86 
43. 54.08 5.30 6.76 8.93 11.56 14.91 
44. 54.75 5.37 6.85 9. 11. 14.99 
45. 55.49 5.44 6.92 9. 11, 15.06 
46. 56.30 5.51 7.00 9. 11. 15.14 
47. 57.20 5.58 7.07 9. 11.8 15.21 
48. 58.21 5.67 7.17 9. 11.§ 15.31 
49. 59.32 5.77 7.27 9. 12. 15.41 
50. 60.54 5.88 7.39 9 12.12 15.52 
51. 61.89 6.00 7.52 9 12.23 15.65 
52... 63.36 6.13 7.65 9 12.35 15.78 
53. 64.99 6.26 7.79 9.5 1 7 15.91 
54. 66.79 6.42 7.96 10. 12.62 16.07 
55. 68.77 6.59 8.13 10.2 12.77 16.24 
56. 70.93 6.76 8.32 10.45 12.94 16.42 
57. 73.31 6.96 8.53 10.66 13.12 16.62 


. B 

New York Life’s 

HE New York Life has published its 
new 1925 dividend schedule, which 
shows increases of up to 20 percent, 
varying with age and form and aver- 
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c——Policy Year— 


Age Prem. 1 5 10 15 20 
58 75.91 7.18 8.76 10.87 13.31 16.83 
59... 78.77 7.42 9.01 11.12 13.53 17.07 
60... 81.90 7.67 9.28 11.38 13.75 17.39 





Missouri State Life 


The Missouri State Life has modified 
its rule applying to women, so that 
those who are unable to read and write, 
but whose husbands carry insurance in 
the sum of $1,000 or more, will be con- 
sidered on the 20-year endowment plan, 
limited to $1,000. 


Federal Life 

The Federal Life of Chicago has an- 
nounced that it will pay 4% percent in- 
terest in 1925 on all dividends left with 
the company and will pay 1% percent 
additional interest above the guaranteed 
rate on all funds left with the company 
for installment payment to beneficiaries 


Franklin Life 


The Franklir Life announces that 
hereafter it will pay interest at the rate 
of 5 percent, calculated from date of 
death to date check is issued, on al] 
death claims 


Missouri State Life 


The Missouri State Life is not con- 
templating any rate change that will 
duplicate or better the schedule of the 
Travelers, as announced in last week’s 
issue of THE NATIONAL UNDERWRITER, 
Vice-President T. F. Lawrence states 
that the statements in this article were 
unauthorized and untrue. 


1925 Dividend Scale 


aging about 10 percent The new sched- 
ule on the three principal policy forms 
is as follows per $1,000 over a 15-year 
period. 


ORDINARY LIFE 








ON ican 15 16 17 
Year, 2 $4.95 $4.97 $5.01 5. 
Year, 3.. 5.02 5.05 5.08 5. 
Year, 4.. 5.09 5.12 5.16 5. 
Year, 5.. 5.16 5.19 65.25 5. 
Extra ... 1.74 1.77 1.81 1. 

ear, 6.. 5.23 6.28 5.33 5. 
Year, 7.. 5.32 5.36 5.44 5.53 
Year, 8.. 5.41 5.47 5.56 5.6% 
Zeee, §.. 5.52 5.59 5.68 5.78 
Year, 10.. 5.63 5.72 5.81 5.93 
Extra .... 10.00 10.00 10.00 10.00 
Year, 11.. 5.75 5.85 5.96 6.09 
Year, 12.. 5.88 6.00 6.12 6.27 
Year, 13.. 6.03 6.15 6.28 6.43 
Year, 14.. 6.18 6.33 6.46 6.60 
Year, 15.. 6.35 6.49 6.63 6.79 of 
Extra ... 20.00 20.00 20.00 20.00 20.00 
Total 


15 yrs...109.26 110.34 111.58 112.99 114.23 











2 21 22 23 24 25 26 
$5.11 $5.15 $5.24 $5.32 $5.40 $5.50 $5.59 
5.21 5.27 5.36 5.45 5.54 5.66 5.76 
5.33 5.39 5.49 5.58 5.69 5.82 5.93 
5.44 5.51 5.64 5.74 5.86 6.00 6.12 
1.92 1.96 2.01 2.05 2.10 2.15 2.20 
5.57 5.66 5.78 5.90 6.04 6.18 6.31 
5.70 5.81 5.94 6.08 6.21 6.36 6.50 
5.85 5.97 6.11 6.25 6.39 6.56 6.68 
6.00 6.15 6.29 6.44 6.59 6.73 6.86 
6.19 6.32 6.48 6.63 6.77 6.91 7.05 
10.00 10.00 10.00 10.00 10.00 10.00 10.00 
6.35 6.49 6.67 6.81 6.95 7.10 7.23 
6.53 6.69 6.84 6.98 7.13 7.27 7.40 
6.72 6.85 7.01 7.16 7.29 7.44 7.58 
6.90 7.03 7.20 7.33 7.46 7.62 7.75 
7.07 7.50 7.65 7.79 7.92 
20.00 d 20.00 20.00 20.00 20.00 

















115.89 117.47 119.43 121.22 123.07 125.09 125.88 


ORDINARY LIFE 














eee es ef) 28 3 $1 32 33 34 35 37 38 
fear Bae 5.71 $5.85 y i. 6.54 6.70 6.82 7.09 7.2 
Year. 3... 5.90 6.03 Sta aes nes 29 ras 
Year, 4.. 6.08 6.23 6.93 7.21 7.48 7.63 
Year, 5.. 6.27 6.42 7.11 7.40 7.67 7.81 
Extra ... 2.26 2.31 2.65 2.81 299 3.09 
Year, 6 6.46 6.61 7.31 7.59 7.86 8.01 
Year, 7 6.65 6.79 7.50 7.78 8.05 8.20 
Year, 8.. 6.83 6.98 7.69 7.95 8.24 8.38 
Teese, Bu. 7.01 7.16 7.87 8.14 8.42 8.59 
Year, 10. 7.20 7.33 8.03 8.33 8.62 8.79 
Extra ... 16.00 10.00 19.00 10.00 10.00 10.00 10.00 10.00 
Year, 11 7.37 7.52 8.22 8.37 8.51 8.66 8.82 9.00 
Year, 12 7.56 7.70 8.40 8.54 8.69 8.85 9.03 9.21 
Year, 13 7.73 7.88 8.58 8.74 8.89 9.06 9.25 9.45 
Year, 14 7.90 04 8.77 8.93 9.09 9.28 9.46 9.68 
Year, 15 8.07 8.21 8.95 9.13 9.30 9.50 9.71 9.93 
Extra .. 18.00 17.00 14.00 14.00 13.00 13.00 13.00 12.00 
Total 

15 yrs. ..127.00 128.06 128.92 130.15 132.00 133.07 135.29 137.46 138.52 140.71 142.98 144.43 

ORDINARY LIFE 

Age 39 49 41 4 43 14 5 46 47 48 49 0 
Year, 2 $7.28 $7.52 $7.65 $7.78 $7.94 $8.08 $8.24 $8.40 $8.60 $8.80 $9.01 $9.26 
Year, 32 7.58 7.71 7.85 7.99 8.14 8.30 8.45 8.65 8.85 9.07 9.31 9.56 
Year, 4 7.76 7.91 8.05 8.19 8.36 K.52 8.69 RRO 9.12 9.36 9.60 9.87 
Year, 6 7.96 8.10 8.25 8.40 R58 8.75 8.94 9.16 9.40 9.64 9.90 10.19 
Extra 3.19 3.30 3.42 3.54 3.67 t8L 63.96 84.11 4.28 146 4.65 4.85 
Year, ¢ #.15 8.30 8.46 8.62 8.81 8.99 9.20 9.43 9.67 9.94 10.21 10.52 
Year, 7 8.34 8.5 8.67 8.84 9.04 9.24 9.48 9.71 9.98 10.25 10.54 10.86 
Year, 8 8.55 8.72 8.89 9.07 9.29 9.51 9.74 9.99 10.27 10.565 10.86 11.20 
Year, 9% 8.75 8.93 9.11 9.32 9.55 9.77 10.02 10.28 10.5 10.88 21.21 11.55 
Year, 10 8.96 9.16 9.36 9.57 9.81 10.05 10.30 10.69 10.90 11.21 11.55 11.92 
Extra 19.00 106.00 16.00 106.600 16.00 10.0600 10.00 10.00 10.00 10.00 10.00 10.00 
Year, 11 9.19 9.39 9.61 9.83 10.08 16.32 10.60 10.89 11.21 11.65 11.91 12.29 
Year, 12 9.42 9.64 985 16.160 106.35 10.62 10.90 11.21 11.55 11.90 12.26 12.74 
Year, 13 9.66 989 10.11 10.36 10.64 16.92 11.22 11.54 11.89 12.25 12.70 13.18 
Year, 14 9.90 106.15 10.328 10.64 160.92 11.22 11.53 11.88 12.228 12.68 138.14 13.63 
Year, 15 19.16 106.41 10.466 10.92 11.23 11.62 11.87 12.21 12.66 13.11 13.57 14.07 
Extra 12.00 12.600 11.06 11.06 16.0600 4.66 800 «67.00 600 600 400 3.00 


15 yrs 146.94 149.64 151 


2164.17 156.42 


158.63 161.14 163.94 167.18 170.66 174.42 178.69 


ORDINARY LIFE 


Age 6) 662—liGSOACKBK CCC CCR CD 
Year, 2... $9.62 $10.01 $10.43 $10.87 $11.33 $11.82 $12.25 $12.92 $13.52 $14.15 $14.84 $15.56 
Year, 2 993 1034 10.78 11.24 11.71 122% 12.77 13.36 13.97 14.61 15.32 16.06 
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1924 December 5, 1924 LIFE INSURANCE EDITION 23 
—— Rr —————————ESESSE = —= ——————_— = = —— = = = — = = . 
Age 51 52 53 54 55 56 57 58 59 60 61 62 Age 15 16 17 18 19 20 21 22 23 24 25 
— . : ‘ he © as . . ceo 1667] Year. 15 16.27 16.35 16.45 16.52 16.62 16.71 16.80 16.87 16.96 17.06 17.16 1 
=0 Year ‘ 10.26 10.68 11.14 11.61 12.10 12.63 13 19 13.79 14.43 15 +4 15 82 16 a? } ps 10.00 10.00 10.00 10.00 10.00 10.086 10.00 10.00 10.00 10.00 10 00 9.50 
16.83 Year, 5 10.59 11.03 11.50 11.99 12.49 18.04 13.61 14.23 14.88 15.55 16.30 17.07 pEEsS — a aR Bh ceeten. che a sae 
17.07 Extra ... 5.06 5.2% 5.54 5.80 6.07 6.37 6.68 7.02 7.38 7.77 8.18 8.62 Total — _— —— — 
17.32 Year, 6. 10.94 11.39 11.87 12.38 12.89 13.45 14.04 14.68 15.34 16.03 16.79 17.56 + — 5 on cenne enn ee 800 Oe oe 1 92 72 194.90 195.86 198.96 
: Year, 7... 11.29 11.78 12.25 12.76 13.29 13.87 14.47 15.12 15.79 16.49 17.26 18.05] 15 ¥rs...183.04 184.04 185.26 186.05 187.49 188.79 189.99 191.13 192.78 194.29 195.86 196.96 
Year, 8 11.65 12.12 12.63 13.16 13.70 14.29 14.90 15.56 16.25 16.96 17.74 18.54 
Year, 9 12.01 12.49 13.01 13.56 14.11 14.70 15.33 16.00 16 17.42 18.21 19.02] 4,., 27 " 29 
lified Year, 10 12.39 12.89 13.42 13.97 14.53 15.14 15.77 16.45 17 17.89 18.68 19.50] poor’ $8.10 $8.24 $8.38 
that extra 19.00 10.06 10.00 10.00 10.00 10.00 10.00 10.00 10.00 10.0@ 10.00 10 0g Year = 869 @ 82 8.97 
rite Year, 11... 12.77 13.27 13.81 14.38 14.95 15.56 16.21 16.89 17.61 18.34 19.14 19.97 | yoo,’ 4 930 943 958 
re in Year, 12... 13.22 13.74 14.29 14.86 15.44 16.06 16.71 17.41 18.13 18.86 1 20.50 | Year, 5 9.93 10.07 10.20 
con- Year, 13... 13.68 14.20 14.76 15.34 15.93 16.55 17.21 17.91 18.63 19.38 2 21.03 pare 3 : eet By. 
plan Year, 14... 14.13 14.66 15.23 15.81 16.40 17.04 17.70 18.40 19.13 19.88 21.54 Year : 11:24 11 4 + ; 
year, 15... 14.58 15.12 15.69 16.27 16.87 17.51 18.17 18.87 19.61 20.36 22.05 | pear, 51°31 1203 12:14 
Extra 2.00 1.50 1.00 Year. 9 12.63 12.73 12.84 
1 = as ; 7 aie ~ oa Pa Year, 10 13.34 13.44 13.55 
15 yrs. ..184.12 190.48 197.35 204.00 211.81 220.25 229.11 238.60 248.53 258.78 270.05 281.64 | Extra aan tate tam 
an- ’ Year, 12 14.84 14.94 15.04 
t in- 20 PAYMENT LIFE Year. 13 15.64 15.73 15.83 
with Age 15 16 19 ° ‘ 23 25 2¢ Year, 14 16.47 16.56 16.65 
‘cent Year, 2 $6.16 $6.19 $ 8 $6.31 $6 $6 59 $6 75 $6 87 § or 15 3 32 3 *1 of 44 
teed Year, 3... 6.37 6.42 5 6 6.86 oe 3 co | Saaee —~ aw mw en — a ao 
pany Year, 4... 659 6.64 7 6 7.17 1.38 4.038 _ 
ries Year, 5 6.82 6.87 7. 4.45 1.73 7.86 | Total 208.48 209.99 211.01 
Extra 2.73 2.77 2 3.08 3.18 3.24 iS yrs : ' 
Year, 6.. 7.06 7.12 7 7.81 8.07 8.23 
Year, 7.. 7.32 7.38 7. 8.16 8.43 8.59 = 7 50 
Year, 8... 7.58 7.67 ‘ 8.51 8.80 8.95 | Age $10.85 $11.01 $11.19 
thar Year, 9... 7.88 7.95 8 8.88 916 9.32] ear, § 1137 1154 1171 
rate Year, 10 18 8.28 8 9.26 954 STi veer 4 1191 1208 12.26 
e of Extra ... 10.00 10.00 10.00 10.00 10.00 10.00 10.00 10.00] Year. 5 1248 1264 12.84 
all Year, 11.. 9.02 9.17 9.31 9.49 9.64 9.78 9.94 10.09] Extra 602 613 6.26 
Year, 12.. 9.56 9.71 9.87 10.03 10.18 10.32 10.47] Year, 6 12.07 13.23 13.43 
Year, 13.. 9.96 10.10 10.27 10.43 10.56 10.71 10.87] Year 7 13.68 13.86 14.06 
Year, 14.. 10.36 10.49 10.66 10.82 10.96 11.13 11.29] Year, 8 14.33 14.51 14.71 
Year, 9 15.01 15.19 15.40 
Year, 15 10.76 10.91 11.07 11.24 11.39 11.54 11.71] year 1 15.72 15.90 16.12 
Extra 17.50 17.50 17.50 17.50 17.50 17.50 16.50] pytra 10.69 1000 10.00 
con- ee on ST A Ne SI a a Ar ain pa . : > + » 
. Ve ir 1 16.4 46.95 16.3% 
will Total, - ma = , Year, 12 17.26 17.45 17.71 
the 15 yrs...140.23 141.48 143.02 144.42 145.97 147.87 149.42 151.41 153.46 155.21 157.24 158.42 | year’ 13 1809 1833 18.59 
ek’ Year, 14 19 19.25 19.50 
cks 20 PAYMENT LIFE eee 996 2030 2045 
cm. Age 27 28 26 3 ; 36 37 38 Extra 
ates Year, 2... $6.98 $7.10 $7 $7.95 $8.06 $8.18 $8.33 $8.46 —_——— = — —_ -—— — - - 
vere Year, 3. 7.31 7.44 7 8.28 841 854 8.67 8.80} Tots is tn ee Geb om Onn ae een 21 218.09 290.49 , or o8 991 18 
Year, 4... %.65 7.79 7 8.62 8.77 8.88 9.02 9.16 15 yrs. . .216.08.214.58 S14.68 2 216.26 S1¢.01 © se SS5.59 558.55 32 
Year, 5.. 8.01 8.15 8 8.98 9.12 9.24 9.38 9.5 . . 
Pxtra 3.29 3.35 3. 3.76 3.83 3.92 4.00 4.09 ENDOWMENT 
' » on . . , a : >| Age 53 5 5 $7 8 ‘ 62 
Year, 6.. 8.37 8.50 8 $.3 9.47 9.60 9.73 9.87 > -_ : . s ene ¢ 
Tom Y.c. Ge Bae Sf 9.70 9.84 9.97 10.10 10.24 S = 79 $12.11 $3 $1 24 $13 $1 13 
Year, 8 9.09 9.24 9 10.08 10.21 10.34 10.49 10.62] ¥e8r ¢ S38 1320 os 1238 14 +ee 
ied- j Year, 9... 9.47 9.60 9 10.45 10.59 10.73 10.87 11.023] year. ¢ era a3 14.38 38 16.37 
rms Year, 10... 9.84 9.98 10 10.85 10.99 11.12 11.29 11.42] Byte, ° “$54 670 a8 730 7 "9°38 
year Extra .... 10.00 10.00 10. 10.00 10.00 10.00 10.00 10.00 Ye ar n 4.05 14.37 10 15.52 1 17 45 
Year, 11... 10.23 10.37 10 11.24 11.39 11.55 11.70 11.87] Year. 7 4.68 15.00 72 16.14 16 18.0 
Year, 12... 10.62 10.77 10 11.66 11.83 11.98 12.15 12.33] Year, 8 5.32 15.64 6 16.79 17 Tey 
Year, 13... 11.04 11.18 11 12.10 12.26 12.43.1261 12.81] Year. 9 6.( 16.32 4 17.45 #17 9.34 
< a Year, 1 16.72 17.03 74 18.14 18 2 
a Year, 14... 11.44 11.59 11 12.55 12.72 12.92 13.11 13.33] Extra 10.00 ; 1 
26 Year, 15... 11.87 12.01 12 13.04 13.22 13.41 13.63 13.85] Year. 11 7.16 17.46 17.7 ‘ gs 927 19.71 2 20.69 
55.59 Extra . 15.50 14.50 13 10.00 10.00 10.00 9.00 9.00] Year 12 1800 1829 1859 28 1967 2007 2050 2087 21.46 
5.76 — _—_ -—— —— —— / Year. 1 887 19.16 19.45 12 20.5 20.90 21.32 7? 22.25 
5.93 Total Year. 14 19.78 20.06 20.35 21.38 76 22.17 22:62 23.68 
$13 15 yrs...159.43 160.43 161.59 162.63 163.72 165.35 167.55 168.60 170.71 172.81 174.08 176.38 | year 15 2072 21 21.28 ’ 9 2267 23.07 23.50 23.96 
os : Extra : 
eae 20 PAYMENT LIFE os a cans Guieet o— — eum = — —_ 
6. a 
6.68 Ot camies 3s 40) 06410 42 438A Qf TOCA. ee ee eee ee ee 
6.86 Year, 2 $8.58 $8.71 $8.83 $8.96 $9.09 $9.20 $9.36 $9.48 $9.66 $9.83 $10.01 $10.2 lS yrs...2 : B 244.22 249.16 254.45 260.33 2 p2rs.83 2 =: : 
7.05 Year, 3 8 9.05 9.18 9.30 943 9.58 9.71 9.87 10.05 10.22 10.42 10.65 
10.00 Year, 4 9. 9.40 9.53 9.65 9.80 9.93 10.10 10.26 10.45 10.65 10.86 11.10] ff —w 
7. 3 Year 5 S. 9.76 9.90 10.02 10.18 10.32 10.50 10.68 10.88 11.08 11.31 11.56 
7.40 Extra ... 4 4.28 4.38 4.49 460 4.72 485 4.99 5.13 5.28 5.44 5.62 WITH INDUSTRIAL MEN 
7.58 Year, 6... 9.99 10.13 10.27 10.41 10.56 10.74 10.92 11.11 11.32 11.54 11.77 12.03 4 ‘ 
7.75 Year, 7... 10.36 10.51 10.66 10.81 10.98 11.17 11.36 11.56 11.78 12.01 12.25 12.53 
7.92 Year, 8... 10 10.91 11.08 11.23 11.42 11.67 11.82 12.02 12.27 12.50 12.75 13.05] 
0.00 Year, 9 11. 11.33 11.51 11.68 11.89 12.07 12.29 12.52 12.76 13.01 13 13.58 | , . - 
—— Year, 10... 11.58 11.76 11.96 12.14 12.35 12.56 12.79 13.03 13.29 13.55 1: 14.15| JOHN HANCOCK LIFE CHANGES mont, from Manchester (Laconia Det 
— EOP cose SE 10.00 10.00 10.00 10.00 10.00 10.00 10.00 1000 10.00 10 10.00 to Cor rd.N_.H Laconia a? 
5.88 Year, 11... 13. 2.23 12.44 12.63 12.85 13.07 13.31 13.55 13.83 14.11 14.4 44.73 | P. Pratt. from Ma ester to C -ord 
Year, 12 12.! 12.93 13.14 13.37 13.59 13.85 14.11 14.40 14.69 14.99 15.40 . : oe. ies a ae al eed 
Year, 13... 13 13.44 13.66 1390 1416 14.42 1469 1499 15.29 15.67 180s |4®mounces a Number of Promottions N. H.; Harry _o a . 
3 4 Year, 14 . ae 13.99 14.21 14.47 14.74 15.02 15.30 15.62 15.98 16.37 16.78 to Assistancies Besides Many N s, M t ‘ elu 
Year, 15 14.06 14.56 14.80 15.07 15.35 15.65 15.94 16.32 16.70 17.09 17.51] : rth ch 
Extra 9.00 8.00 8.00 7.00 6.00 5.00 4.00 3.00 2 00 } Other Shifts Many Ot r sages 
—_———e ee — — c inges ‘ i > 
Total, — z , i 
& " - rf f 9 . . ” ee 1 O58 1902 11957519 ‘ “ ‘ . s~* - 
liyrs...178.58 181.05 182.66 185.13 186.96 188.81 190.951 11 195.75 198.44 2 442 The , s . ave bee ” Ra VV wold Vl 
' : 
20 PAYMENT LIFE it é e rank agents ghlir c R laver t 
Awe 5 52 53 5 55 56 ; + 59 60 61 ( } assistant super ents the st : as it N i unk B 
Year, 2 2 § t ser ( s | | $ M ashier at Sta t 
Year, 3 | Sak Glouceste re H ward Oo ‘ \ a . . . © <> 
Year, 4 = 1D . 
Year, 5 iW i N este A : i ‘ i As 
Extra § iN es H H. S Ct Z a rma ‘ \ ; 
Year, 6 1 1 } 1 : \ ed O'Brie Paters set as 2¢ Y kers sshier a a 
Year, 7 1: 1 ' a. 7 Ly ° \ k : ry 
Soom, 6 1: : ;}Ww. \ ve oward \ k . : A The clerks 
: Year, 9 13.97 1 1 jert, Cincinna Nathan H. Cohe t r As at Sta c 
Year, 10 14.54 15 a 3 | Providence I n Newkirk. Cleve \ ~ Assista asrer a 
4.43 Extra 10.00 10.00 10.00 10.00 10.00 0.00 10.00 00 I: Edward |} Siny vnski. De ~ | -— Le - : Ly Park 
ear, 11 15.12 15.53 15.98 16.43 16.91 8.52 19.10 9.73 ‘ '.T) . Pp C, . =. 
Year, 12 15.79 16.21 16.67 17.12 17.60 921 19.79 20.4 | My a \. oUgH, Ot. a | oon W. Re as ae & ca 
‘ Year, 13 16.48 16.91 17.36 17.82 18.30 991 20.49 21.1 | N Gra Rapids; Frank \ ssista " at New " 
. . 7.19 17.62 5 18S 902 20.6 , iN 1\ EM shic 
4 96 Year, 14 17.19 17.62 18.08 18.54 19.02 20.64 2 84 i a § iz i s | " 
95 Year, 15 7.92 18.35 82 19.2 77 21.39 21 22.59 , 
9.56 ~~, 1 l 18.8 1 8 1 1 8 | Nemesous Premetiens { : w R $s » As l a 4 
0.19 - } ‘ ! sfe Ra \ — * 
4.85 Petal, . : dagage See xa geg Per ee ; : at ashic 
0.52 15 yrs... 210.40 216.12 222.34 228.58 235.28 242.49 250.00 258.05 266.37 275.44 \nders we eS oe at McKeesport; Earl F. Fisher 
0.86 it : issistant superinte ent at Alle . . R . > A 
1'20 ENDOWMENT ltown (Easton Det): Wilbert C. Wheat. | °* gh ot casmner a 
1” \we 19 20 33 23 : 24 . 26 Jon, from agent at Malden ¢ om assist . \ ‘ | e ~~ 
ye a ir. ? 35 $i.4t $ 47 $7.54 $7.64 $7 + $7.8 $ | suns endent ( in H R 
+ + ul | “0 7.96 8.038 &§.10 8.21 8.31 s4 8 i. ry t . \ . ‘ . > 
~a Year 4 46 8.55 8 él 8.68 8 s.92 4 Sy ji i ATLA : ? 
eh Year, 6 O¢ M14 «99 %.30 4 954 o€ S80 | ag Ml t ssista 
+ Extra 83 485 486 488 490 491 49 4.95] c N. H la Db = ie Offic 
+07 Year. 6 69 978 986 995 1007 1020 1 tale 4 > — Opens Fourth Indianapols Ofhce 
44 Year, 7 ! 10.35 10.44 10.53 10.61 10.75 1087 10.99 BL.12] a BD : , » te . arth 
, Year, & 1 11.03 BL.02 2122 1130 I244e 11.56 Ines trso] lh N assis att ‘ : ; tech @ 
Year ” 1 11.75 22.85 11.96 12.04 12.1 12.29 ‘ 11] ( S \ Ae R anal 
2 69 : Year, 10 12.18 12.21 12.81 12.87 12.49 12.60 12.70 12.79 1292 13.02 18.28 18.24] este ssist superintende : Mey ogy oe ~ 
baxtra 10.00 10.00 10.00 10.00 1000 1000 1000 10.00 t000 i » 1000 10 . ' ay as nomen 
Year, 11 12.90 12.98 13.09 13.14 18.26 13.87 13.47 13.55 13.6 13 13.88 ’ \ feve W W atk : i : N ; 3 
e Year, 12 13.68 19.78 13.87 13.95 14.07 14.17 14.26 14.35 14.46 145 14.65 14 ay! " agent at Lochoes Assista . 4 . w d : supe 
Le Year, 13 14.61 14.60 14.71 14.77 14.89 16.00 15.08 15.16 15.26 15.36 15.45 1 | pe tende at Sc ectady w dis which is b 
0 ‘ : f . f ° f ad e 5 9°? Y Tt ' | 
06 Year, 14 15.38 15.46 15.87 15.68 15.74 15.84 15.92 16.00 1610 1619 1629 6 eietoate tenanienns - Ch = Hs - aimee , 
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IF YOU CAN ‘QuaLiENZ 


BATTLE CREEK 


WHERE THE WORLD'S BREAKFAST IS MADE 











For, perhaps, you are one of the few 
men able to fill such a big job as this 
one. Battle Creek, Michigan, is world- 
renowned for its breakfast foods, di- 
versified factories, and great prosperity. 
You must be a large personal producer, 
good organizer, be of high social stand- 
ing, financial responsibility, and large 
earning capacity. 

We will give you unlimited co-opera- 
tion in finding and closing business, 
and in a line of policies with new sell- 
ing features and settlement provisions. 
We have more than $125,000,000 of in- 
surance in force, and a greater ratio of 
assets to liabilities than any other large 
company in the same field. 

If you can qualify, we will give you a 
contract direct with the home office, a 
liberal first year commission, a renewal 
commission, a collection fee, an office 
allowance and a_business-development 
allowance. 

Let's see if you are the man we want! 
Address L-3 Care The National Under- 
writer. 

NOTE: We also 
attractive, special 
salesmen whose experience is 


have an unusually 
contract for good 
limited. 





HOME LIFE INSURANCE CO 


New York 
ETHELBERT IDE LOW, President 


The 64th Annual Report shows: 
Premiums received during the 


"i BPteaameens-few: 7,666,858 
Payments to  Policyholders 
and their Beneficiaries in 
Death Claims, Endowments, 
BAVERGEED, GOR cccsvececccs oo 
Increase in Assets........... 141,987 


Actual Mortality 56% of the 
amount expected. 
Insurance in Force.. 
Admitted Assets ............. 


FOR AGENCY APPLY TO 
W. A. R. BRUEHL & SONS 
General Managers 
Central and Southern Obie and 
Northern Kentucky 
Rooms 601-606 sue pease Nat. Bank 
nE 
CINCINNATI, OHIO 
HOYT W. GALE 
Gemeral Manager fo Northern Ohde 


-233 -News 
CLEVELAND, OHIO 


MORE THAN 50% 


| 
of the business written by some of our larger 
| 














agencies is a direct result of the Fidelity lead 
service. Our agents interview interested 
pects—people who have written the Head 
Office for information. 

Fidelity is a low-net-cost company operat- 
ing in 40 states. Full level net premium re- 
| serve basis. Over Quarter of a Billion in 
i force. Faithfully serving insurers since 1878. 
| 


FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 
Walter LeMar Talbot, President 
A few agency openings for the right men 








Capable Policy-Placers 


can always find a satisfactory oppor- 
tunity for work with this mapeny 
in good territory—men who can co 
lect the premiums as well as write 
the application. Why not make 
inquiry now? 


Union Mutual Life Insurance Co. 
PORTLAND, MAINE 
Address: 

ALBERT E. WADE, Supt. of Agencies 











—— ———— ———— —— —_—________ 
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Prudential in Indianapolis are located 
in the Terminal building and the J. F. 
Wild Bank building. 


HAD NEW RECORD PRODUCTION 


Western & Southern, in Special Ordinary 
Campaign Among Industrial Men, 
Met With Excellent Results 


The Western & Southern had desig- 
nated Nov. 20 as the “Big Day.” On 
this day, every man of the field force 
was to write an ordinary policy. The 
plans had been laid some time in ad- 
vance. It was hoped that the home 
office would be able to report a 100 per- 
cent record, although it was recognized 
that there were many obstacles in the 
way of so outstanding an achievement. 
The final summing up showed that, 
while the 100 percent ideal had not 
been realized, still more than $1,000 had 
been registered for every producing 
agent in the organization. Not only 
was “Big Day” the best the company 
has ever had, but the production ex- 
ceeded in amount the best week’s pro- 
duction the company has on record. 
The officials were of course well pleased. 
President W. J. Williams wrote a letter 
of congratulation and appreciation to the 
producers. But the moral effect of the 
demonstration was of the greatest im- 
portance. The fine showing was an ex- 
position of what concentration and co- 
operation can do. 


NEWS FROM THE PRUDENTIAL 


Numerous Changes and Promotions 
Announced—Veterans Honored 
for Long Service 


William R. Williams, formerly assist- 
ant superintendent for the Prudential at 
Rutland, Vt., has been promoted to the 
superintendency at Burlington. Mr. Wil- 
liams entered the employ of the Pruden- 
tial in May, 1904, as an agent, and was 
promoted to assistant superintendent at 
Troy, N. Y., in October, 1905, serving in 
that capacity at Granville, N. Y. and 
Rutland, Vt. 

Agents Jason E, Leslie of Joplin, Mo., 
and Harley L. Sharpe of Soux City, Ia., 
have been promoted to assistant super- 
intendents in their respective districts. 

Superintendent J. P. Kelly, formerly 
of the Burlington, Vt., district, has been 
transferred to Newark No, 3 

Agent G. R. Happe of the Hackensack, 
N. J., district is promoted to an assist- 
ant superintendency in the same district 

Harry L. Morris was transferred and 
promoted from an agency in the San 
Diego, Cal. district, to an assistant 
superintendency in the San Francisco 
No. 2 district. 

The territory of the Pueblo, Colo., dis- 
trict was enlarged Dec. 1 by the open- 
ing up at La Junta, Colo., of a detached 
assistancy under the supervision of As- 
sistant Superintendent George F. Hall 
who at present is operating in the dis- 
trict proper. 

Theodore S. Gundlach of Buffalo No. 4, 
and John H. Gould of Rochester No. 3, 
have been promoted to superintendents 
Among the promotions to assistancies 
are Leonard J. Scheer of Rochester No. 2, 
Salvatore Bancheri, George J. Marchner 
and John C. Renne, all of Rochester No 
1; Frank H. Sellers and Adam J. Grzes- 
kowlak of Buffalo No. 4, and Ray J. 
Larsen of Buffalo No. 2. 

Four Ohio veterans, 
Arthur M. Kemery of Columbus and 
William W. Peter of Akron, Agents 
Jacob L. Geib of Cleveland and John E 
James of Youngstown, have recently 
completed 25 years of service with 
the Prudential. Superintendent Harry 
Robinson of Pittsfield, Mass., has also 


Superintendents 


been added to the 25-year list, as has 
Agent Henry G. Wolken of St, Louis 
No. 2. Assistant Superintendents Charles 


J. Myers of the Chicago No. 3 district 
and Robert Aston of Hempstead have 
completed 20 years of service 


T. J. Gundlach Advanced 


T. J. Gundlach, who has been for 
15 years connected with the Buffalo 
office of the Prudential Insurance Com- 
pany, during the past ten years being 
assistant superintendent under William 


H, Joyce, has been made superintendent 
in charge of Buffalo No. 4. 


Metzger Is Superintendent 


R. Ross Metzger, long time prominent 
in the New Orleans agency of the Metro- 
politan Life, and later transferred to 
Washington City, has been made super- 
intendent of agencies for the south- 
western territory of the company, effec- 
tive Dec. 1. 
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“WALK AND TALK” PROGRAM 


Representative Members of Boston As- 


sociation Give Their Particular 
Methods of Approach 


BOSTON, MASS., Dec. 2.—‘Bill” 
Hewitt’s retort, when asked as to how 
he wrote insurance, that he “walked a 
little and talked a little,” compressed in- 
to “Walk and Talk” was the program 


of the November monthly meeting of 
the Boston Life Underwriters Associ- 
ation. The genial Equitable manager 


was given credit for the idea by Chair- 


man William B. Phelps of the enter- 
tainment committee. He then intro- 
duced six members of the association 


who talked five minutes each on their 
own particular methods of approach. 
The speakers were Holley A. Wilkin- 
son, National Life; Lester von Thurm, 
Travelers; Harold P. Willett, Phoenix 
Mutual; James V. Gridley, Equitable 
Life; Paul M. Goddard, New England 
Mutual, and Frank P. Rowe, Union 
Central. 

Mr. Wilkinson took his text from an 
axiom to the effect that a life man 
should seek a “duplication of beneficent 
practices.” He made a practice of keep- 
ing in touch with old policyholders; 
widening his circle of influence; pre- 
senting needs and getting a check with 
the applications. Mr. von Thurm out- 
lined his method of selling income in- 
surance while Mr. Willett added a word 
to the maxim of the meeting to “Walk 
and Talk and Look.” He noticed a new 
sign over a door, went in and eventually 
sold $25,000 worth of business insur- 
ance. Mr. Gridley thought the car- 
dinal attribute of a salesman was self- 
confidence. The man who made a call 
praying the prospect would not be in 
would never succeed. Mr. Goddard 
pleaded for a _ constructive program 
which would provide for the necessary 
needs of a prospect. 

Mr. Rowe described a very success- 
ful system of selling program term 
insurance, whereby the cost decreased 
annually and the term policies were 
converted regularly into a straight life 

Seventeen members of one Boston 
agency were admitted to membership. 
It was announced that the next and 


annual meeting of the association would 
take the form of a banquet at the Cop- 
ley Plaza hotel Dec. 18. 


URGES BUSINESS INSURANCE 


Kollenberg, in Detroit Talk, Points Out 
Field for Partnership and Cor- 
poration Policies 


DETROIT, MICH., Dec. 2.—Part- 
nership and corporation insurance was 
the subject of an informing talk by 
H. H. Kollenberg, 


the Grand Rapids branch of the Mutual 
to the Detroit life underwriters 


district manager of 


3enefit, 
last night. 

Death puts a stop to all activity on 
the part of the survivor or survivors of 
a partnership, he told the Detroit men. 
Under the law the business must be 
wound up and the surplus, if any, di- 
vided. 

The survivor can sell out or buy out 
and a forced sale is not conducive to 
profit. Oftimes, goodwill is more valu- 
able than physical assets. In a few 
weeks the goodwill may have faded out. 
A partner in any business should make 
certain his widow will realize her share. 

“If your partner should die, you'd be 
out of business,” he has said to them. 

“I'd take the widow as a partner,” 
they have argued back. 

“That’s all right, but how about the 
children? The probate court insists on 
their interest being protected. You'd 
have to borrow money to buy out—6 

| percent for a debt and only 2 percent 
for an asset made certain through a life 
insurance policy.” 

In small corporations the problem of 
the survivor is similar, Mr. Kollenberg 
stated. They haven’t even much of a 
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Chicago for the coming year. 


Life of Illinois, have taken into partnership Mr. J. 
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the new combination assures the 
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bank balance, as they have to use the 
money in their business. They have no 
means of creating an adequate reserve. 
When there is only an individual pro- 
prietor, the conditions are even more 
deplorable, the speaker argued. In a 
partnership, at least someone is leit who 
knows the business but when there its 
only one man running it the business 
stops when he stops. 
Mr. Kollenberg contended that this 
field of lite insurance is a big one and 
that it is being neglected by life men. 
President Baldwin warned the Detroit 
life underwriters at this meeting that 
they must get on the job of opposition 
to the increase in rate of taxation of 


outside life insurance companies, pro- 
posed and being pushed by the state 
teachers’ association. 

oe @ 
Chicago—The next meeting of the Chi- 


cago Association will be held at the 
Hotel Sherman, Dec. 17, at 12:15. W. W 
Williamson, manager of the Phoenix 
Mutual Life, who is president of the 
association will speak on “Putting 
Yourself Across.” 
*x* * * 
Decatur, Il.—Frank L 
ager of the Indianapolis 
Equitable Life of New 
members of the 


Jones, man- 
agency of the 
York, addressed 
Decatur association 
at their monthly meeting last week on 
Underwriting Economic Values of a 
Life.” Mr. Jones has served as a in- 
structor in the Carnegie Institute and 
during the war was head of the Ameri- 
an insurance schools in France His 


lecture attracted a large and attentive 
audience here. 
* * * 
Minneapolis, Minn.—William M. War- 








ren, sales and advertising counsellor, 

addressed the regular monthly meeting 

of the Minneapolis association last week 
* * * 

Lansing, Mich.—The Lansing associa- 
tion has obtained Dr. Solomon 8S. Hueb- 
ner, head of the insurance department 
of the Wharton School of Finance, Phila- 
delphia, to address a dinner meeting 


Feb. 6, to which, in all probability other 
Lansing business men will be invited 
Mr Huebner’s subject according to 
Warren S. Byrum, chairman of the pro- 
gram committee, will be “Human Values 
vs. Property Values.” 

On a tour which will swing him from 
Dallas, Tex., to Lansing via Kansas City 
Mo., and Indianapolis, Ind., Dr. Huebner 
is expected to give local underwriters 


in addition to the valuable matter con- 
tained in his lecture, an idea of insur- 
ance conditions and sales viewpoints 


prevailing in the various sections of the 


country visited 
«x * 

Milwaukee, Wis.—After four months 
of inactivity, during which no meetings 
were held, the Milwaukee association is | 
laying plans for its first get-together 
meeting to be held early in January 
Present plans of President E. L. Car- 
son are to begin the new year with a 
lively meeting and to follow throug 
with a year of activity tegular monthly 


held at the 
spring and 
* * * 
Oklahoma City, Okla. - 
is made that M. A 


meetings will be 
hotel during the 


Republican 
summer 


Announcem 
Nelson of the 


Equitable agency of St. Louis will ad- 
dress the Oklahoma association at its 
next meeting Dec 13 

* * * 

Fargo, N. D.—The Fargo association 
will cooperate with other organizations 
civic, educational and religious in 
sponsoring Thrift week, Jan. 17-21 
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POLICIES NOT GENERALLY FAVORED _s| 





THe NATIONAI 
pany practice on small policy commis 
sions are as follows: 

x * * 

Mutual Benefit Life—Presumably if 
any such grading of commissions was 
seriously contemplated, it would have to 
further than a mere reduction for 
$1,000 policies. Otherwise, policies for 
some odd amounts such as $1,050 would 
hecome very popular. It seems that we 
must not overlook the fact that the 
$1,000 policyholder of today may be the 
$100,000 policyholder of a comparatively 
few years hence. Furthermore, a policy 
of $1,000 may mean more to some bene- 
ficiary than a policy of $100,000 to an- 
other. The average amount of each new 
policy issued by the Mutual Benefit in 
September 1924 was $5,033; but we are 
not inclined to do anything to discourage 
the writing of many policies of $1,000 
each. 


go 


* > > 


Mid-Continent Life — This company 
has for years paid 10 percent less com- 
on $1,000 policies than on 
policies for $2,000 and over. We do not 
believe this provision in agency contracts 
will have much effect on the aggregate 
amount of insurance written either one 
way or the other. The observation has 
been that the agent who produced the 


missions 


major part of our business will sell as 
large an amount as possible to each 
ndividual prospect, but failing to sell a 
pohcy of $2,000 or more will alwavs 
write him for a less amount if possible 
even though the commiésion rate is re 
luced. We, of course, have had many 
I tests on the part ol representatives 
I we do not believe that we have 
ever lost a representative on account of 

fact that we paid a slightly lower 
commission on $1,000 policies. In writing 


our contracts, the c« scale 1s 
ed on $1.000 poli 1¢s 


llowed by a 


MNMmMssion 
! d this sc ile is 


provision that the com 


missions will be increased 10 percent 
when policies are for $2,000 or more 
his seems to create in the mind of the 


gent the idea that he is being given 
the advantage of the lower over-head 


on the larger policies in place of making 


Additional replies to the inquiry of] 
UNDERWRITER as to com- | 





him feel that he is being penalized for 
accepting an application for less than 
$2,000. a 

Bankers National, Colo.—This com 
pany has never had more than one form 
of policy on which the maximum com- 
missions were paid for amount less than 
$2,500. We do permit our men to write 
policies as low as $1,000 on our 20 pay 
ment life non-participating form and pay 
them a full commission, but when any 
of our other forms are written, the com 
naturally reduced 
amount of insurance is less than $2,500. | 

* * * 

American National, Tex.—This com 
pany is emphatically against ; é 
tion in the commission on $1,000 policies 
Ours being an industrial company, the 
bulk of our business this amount 
of policy. 


mission is when the 


anv redu 


is on 


* * * 

Register Life—We do not feel that a | 
decreased commission on $1,000 policies | 
would cause anv incre busit 


rece for 


ase in 


our company It is our opinion that | 
our agents would write a man more than | 
$1,000 if he was able to carry it and | 
we think that it would be foolish t 
write him more than $1,000 if he could 
rot carry it, as he would probably laps« 
the policy 
* * * 

Mutual Trust Life—It would seem 
that if a decreased commission «< Id 
be put into effect there would be an 


increase in insurance. It seems obvious 


for the reason that an agent working | 
on a commission basis would have the | 

° . | 
way pointed out for increasing his « 


missions and it would naturally follow 


that the agent would write m 


re policies | 
for larger amounts. In fact, where the | 
minimum insurance policy issued by the 
company is now usually $1,000, livir 


conditions and such would seem to war- | 


rant the making of the minimum $2,000. | 
* * * 
Northwestern Mutual Life—Inasmuc! 


as policies for $1,000 are tar below the 
average policy amount, the acquisit 
expense at regular r 
high in proportion, but it does n 
that a decreased 
policies would 


ites 1s, of course 
t seem 


$1,000 
the | 


commission on 


persistently effect 








The Systeman 
Security Holder 


makes an ideal Christmas gift. A high- 
class leather container with the recipi- 
ent’s name stamped in gold upon it, is 
certainly a nice way to “remember” 
your clients and friends—and they’ll 
remember you when they need insur- 
ance service. 


oa 
ah) 
8 

| 
te 
1 


The Systeman Security Holder is de- 
signed to provide a place for insurance 
policies, bonds and other valuable pa- 
pers. Your gift will be in service con- 
stantly. It will be a perpetual adver- 
tisement for you. 





The Price is $2.25. 

There is a large size at $3.15. 

Liberal quantity discounts. 

Send me the attached slip and look over the Holder. 


I would like to examine a Systeman 
Security Holder. If I decide to keep it 
I will remit $2.25 within ten days. If 
not, I will return the holder. 


: 
E. L. KAUFMAN 


Room 700, Austin Bldg. 
111 W. Jackson Blvd. 


1 
Chicago, III. ' 
Telephone Wabash 3933 ' 


Name 


Address 























Provident Mutual 
Life Insurance Company of Thiladelphia 


Pennssleania - Founded 1865 


Over forty per cent of the new business 
of the Provident Mutual is upon the lives 
of old policyholders who not only evi- 
dence their satisfaction by insuring their 
the 


own lives, but by recommending 
Company to their friends. 


Especially valuable to the agents of &. 
Provident Mutual is the active goocey ef 'e 


of those whose Old Age 


E nder xo. 4 
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‘s YOURS) 


IF YOU CAN QUALIFY 


BATTLE CREEK 


WHERE THE WORLD'S BREAKFAST IS MADE 











For, perhaps, you are one of the few 
men able to fill such a big job as this 
one. Battle Creek, Michigan, is world- 
renowned for its breakfast foods, di- 
versified factories, and great prosperity. 
You must be a large personal producer, 
good organizer, be of high social stand- 
ing, financial responsibility, and large 
earning capacity. 

We will give you unlimited co-opera- 
tion in finding and closing business, 
and in a line of policies with new sell- 
ing features and settlement provisions. 
We have more than $125,000,000 of in- 
surance in force, and a greater ratio of 
assets to liabilities than any other large 
company in the same field. 

we will give you a 
contract direct with the home office, a 
liberal first year commission, a renewal 
commission, a collection fee, an office 
allowance and a_business-development 
allowance. 


If you can qualify, 


Let’s see if you are the man we want! 
Address L-3 Care The National Under- 
writer. 


NOTE: We also have an unusually 
attractive, special contract for good 
salesmen whose experience is limited. 





HOME LIFE INSURANCE CO 
ETHELBERT IDE ‘Low, President 


The 64th Annual Report shows: 
Premiums received during the 


SG TD  ccovescscocesscece 7,666,858 
Payments to _ Policyholders 

and their Beneficiaries in 

Death Claims, Endowments, 

Dividends, etc. ........se 
Increase in Assets........... 241,97 
Actual Mortality 56% of the 

amount expected. 

Insurance in Force......... -» 247,373,218 
Admitted Assets ..........0+. 48,655,223 


FOR AGENCY APPLY TO 
W. A. R. BRUEHL & SONS 
General Managers 
Central and Southern Ohie and 
Northern Kentucky 
Rooms 601-606 ane a Nat. Bank 


ding 
CINCINNATI, OHIO 


CLEVELAND, OHIO 


MORE THAN 507% 


of the business written by some of our larger 
agencies is a direct result of the Fidelity lead 
service. Our agents interview interested pros- 
pects— ple who have written the Head 
, Office for [aieoenation. 

j Fidelity is a low-net-cost company operat- 
ing in 40 states. Full level net premium re- 
serve basis. Over Quarter of a Billion in 
force. Faithfully serving insurers since 1878. 


FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 
| Walter LeMar Talbot, President 

A few agency openings for the right men 

















Capable Policy-Placers 


can always find a satisfactory oppor- 
tunity for work with this pnp 
in good territory—men who can co 
lect the premiums as well as write 
the application. Why not make 
inquiry now? 


Union Mutual Life Insurance Co. 


PORTLAND, MAINE 
Address: 


ALBERT E. WADE, Supt. of Agencies 














Prudential in Indianapolis are located 
in the Terminal building and the J. F. 
Wild Bank building. 


HAD NEW RECORD PRODUCTION 


Western & Southern, in Special Ordinary 
Campaign Among Industrial Men, 
Met With Excellent Results 


The Western & Southern had desig- 
nated Nov. 20 as the “Big Day.” On 
this day, every man of the field force 
was to write an ordinary policy. The 
plans had been laid some time in ad- 
vance. It was hoped that the home 
office would be able to report a 100 per- 
cent record, although it was recognized 
that there were many obstacles in the 
way of so outstanding an achievement. 
The final summing up showed that, 
while the 100 percent ideal had not 
been realized, still more than $1,000 had 
been registered for every producing 
agent in the organization. Not only 
was “Big Day” the best the company 
has ever had, but the production ex- 
ceeded in amount the best week’s ro- 
duction the company has on record. 
The officials were of course well pleased. 
President W. J. Williams wrote a letter 
of congratulation and appreciation to the 
producers. But the moral effect of the 
demonstration was of the greatest im- 
portance. The fine showing was an ex- 
position of what concentration and co- 
operation can do. 


NEWS FROM THE PRUDENTIAL 


Numerous Changes and Promotions 
Announced—Veterans Honored 
for Long Service 


William R, Williams, formerly assist- 
ant superintendent for the Prudential at 
Rutland, Vt., has been promoted to the 
superintendency at Burlington. Mr. Wil- 
liams entered the employ of the Pruden- 
tial in May, 1904, as an agent, and was 
promoted to assistant superintendent at 
Troy, N. Y., in October, 1905, serving in 
that capacity at Granville, N. Y. and 
Rutland, Vt. 

Agents Jason E,. Leslie of Joplin, Mo., 
and Harley L. Sharpe of Soux City, Ia., 
have been promoted to assistant super- 
intendents in their respective districts. 

Superintendent J. P. Kelly, formerly 
of the Burlington, Vt., district, has been 
transferred to Newark No. 3. 

Agent G. R. Happe of the Hackensack, 
N. J., district is promoted to an assist- 
ant superintendency in the same district. 

Harry L. Morris was transferred and 
promoted from an agency in the San 
Diego, Cal., district, to an assistant 
Superintendency in the San Francisco 
No. 2 district. 

The territory of the Pueblo, Colo., dis- 
trict was enlarged Dec. 1 by the open- 
ing up at La Junta, Colo., of a detached 
assistancy under the supervision of As- 
sistant Superintendent George FE. Hall 
who at present is operating in the dis- 
trict’ proper. 

Theodore S. Gundlach of Buffalo No. 4, 
and John H. Gould of Rochester No, 3, 
have been promoted to superintendents. 
Among the promotions to assistancies 
are Leonard J. Scheer of Rochester No. 2, 
Salvatore Bancheri, George J. Marchner 
and John C. Renne, all of Rochester No. 
1; Frank H, Sellers and Adam J. Grzes- 
kowlak of Buffalo No. 4, and Ray J. 
Larsen of Buffalo No, 2. 

Four Ohio veterans, 
Arthur M. Kemery of Columbus and 
William W. Peter of Akron, Agents 
Jacob L. Geib of Cleveland and John E. 
James of Youngstown, have recently 
completed 25 years of service with 
the Prudential. Superintendent Harry 
Robinson of Pittsfield, Mass., has also 
been added to the 25-year list, as has 
Agent Henry G. Wolken of St, Louis 
No, 2. Assistant Superintendents Charles 
J. Myers of the Chicago No. 3 district, 
and Robert Aston of Hempstead have 
completed 20 years of service. 


Superintendents 





T. J. Gundlach Advanced 


T. J. Gundlach, who has been for 
15 years connected with the Buffalo 
office of the Prudential Insurance Com- 
pany, during the past ten years being 


H, Joyce, has been made superintendent 
in charge of Buffalo No. 4. 


Metzger Is Superintendent 


R. Ross Metzger, long time prominent 
in the New Orleans agency of the Metro- 
politan Life, and later transferred to 
Washington City, has been made super- 
intendent of agencies for the south- 
western territory of the company, effec- 
tive Dec. 1. 
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“WALK AND TALK” PROGRAM 
Representative Members of Boston As- 
sociation Give Their Particular 
Methods of Approach 


MASS., Dec. 2.—*‘Bill” 
when asked as to how 
he wrote insurance, that he “walked a 
little and talked a little,” compressed in- 
to “Walk and Talk” was the program 


BOSTON, 
Hewitt’s retort, 


of the November monthly meeting of 
the Boston Life Underwriters Associ- 
ation. The genial Equitable manager 


was given credit for the idea by Chair- 
man William B. Phelps of the enter- 
tainment committee. He then intro- 
duced six members of the association 
who talked five minutes each on their 
own particular methods of approach. 
The speakers were Holley A. Wilkin- 
son, National Life; Lester von Thurm, 
Travelers; Harold P. Willett, Phoenix 
Mutual; James V. Gridley, Equitable 
Life; Paul M. Goddard, New England 
Mutual, and Frank P. Rowe, Union 
Central. 

Mr. Wilkinson took his text from an 
axiom to the effect that a life man 
should seek a “duplication of beneficent 
practices.” He made a practice of keep- 
ing in touch with old policyholders; 
widening his circle of influence; pre- 
senting needs and getting a check with 
the applications. Mr. von Thurm out- 
lined his method of selling income in- 
surance while Mr. Willett added a word 
to the maxim of the meeting to “Walk 
and Talk and Look.” He noticed a new 
sign over a door, went in and eventually 
sold $25,000 worth of business insur- 
ance. Mr. Gridley thought the car- 
dinal attribute of a salesman was self- 
confidence. The man who made a call 
praying the prospect would not be in 
succeed. Mr. Goddard 


would never 
pleaded for a _ constructive program 
which would provide for the necessary 
needs of a prospect. 

Mr. Rowe described a very success- 


ful system of selling program term 
insurance, whereby the cost decreased 
annually and the term policies were 


converted regularly into a straight life 

Seventeen members of one Boston 
agency were admitted to membership. 
It was announced that the next and 


annual meeting of the association would 
take the form of a banquet at the Cop- 
ley Plaza hotel Dec. 18. 


URGES BUSINESS INSURANCE 


Kollenberg, in Detroit Talk, Points Out 
Field for Partnership and Cor- 
poration Policies 


DETROIT, MICH., Dec. 2.—Part- 
nership and corporation insurance was 
the subject of an informing talk by 
H. H. Kollenberg, district manager of 
the Grand Rapids branch of the Mutual 
3enefit, to the Detroit life underwriters 
last night. 

Death puts a stop to all activity on 
the part of the survivor or survivors of 
a partnership, he told the Detroit men. 
Under the law the business must be 
wound up and the surplus, if any, di- 
vided. 

The survivor can sell out or buy out 
and a forced sale is not conducive to 
profit. Oftimes, goodwill is more valu- 
able than physical assets. In a few 
weeks the goodwill may have faded out. 
A partner in any business should make 
certain his widow will realize her share. 

“If your partner should die, you'd be 
out of business,” he has said to them. 

“I'd take the widow as a partner,” 
they have argued back. 

“That’s all right, but how about the 
children? The probate court insists on 
their interest being protected. You'd 
have to borrow money to buy out—6 

| percent for a debt and only 2 percent 
for an asset made certain through a life 
insurance policy.” 

In small corporations the problem of 
the survivor is similar, Mr. Kollenberg 
stated. They haven't even much of a 
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Life of Illinois at Springfield. 


Henry J. 
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Life of Illinois, have taken into partnership Mr. J. M. Crost, formerly 
a member of the Accident and Health Department of the Mutual 


Handelsman has a record of having written nearly 
one-half a million dollars of insurance in the past six months, and 
combination assures the 
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bank balance, as they have to use the 
oney in their business. They have no 
means of creating an adequate reserve. 

When there is only an individual pro- 
prietor, the conditions are even more 
deplorable, the speaker argued. In a 
partnership, at least someone is left who 
knows the business but when there is 
only one man running it the business 
stops when he stops. 

Mr. Kollenberg contended that this 
field of life insurance is a big one and 
that it is being neglected by life men. 

President Baldwin warned the Detroit 
life underwriters at this meeting that 
they must get on the job of opposition 
to the increase in rate of taxation of 
outside life insurance companies, pro- 
posed and being pushed by the state 
teachers’ association. 

. 2 2 

Chicago—The next meeting of the Chi- 
eago Association will be held at the 
Hotel Sherman, Dec. 17, at 12:15. W. W 
Williamson, manager of the Phoenix 
Mutual Life, who is president of the 
association, will speak on “Putting 
Yourself Across.” 

*x* * * 

Decatur, Ill.—Frank L. Jones, man- 
ager of the Indianapolis agency of the 
Equitable Life of New York, addressed 
50 members of the Decatur association 
at their monthly meeting last week on 
“Underwriting Economic Values of a 
Life.” Mr. Jones has served as a in- 
structor in the Carnegie Institute and 
during the war was head of the Ameri- 
ean insurance schools in France His 
lecture attracted a large and attentive 
audience here. 

*x* * * 
Minneapolis, Minn.—William M. War- 





ren, sales and advertising counsellor, 

addressed the regular monthly meeting 

of the Minneapolis association last week 
* * * 

Lansing, Mich.—The Lansing associa- 
tion has obtained Dr. Solomon 8S. Hueb- 
ner, head of the insurance department 
of the Wharton School of Finance, Phila- 
delphia, to address a dinner meeting 
Feb. 6, to which, in all probability other 
Lansing business men will be invited 
Mr Huebner’s subject, according to 
Warren S. Byrum, chairman of the pro- 
gram committee, will be “Human Values 
vs. Property Values.” 

On a tour which will swing him from 
Dallas, Tex., to Lansing via Kansas City 
Mo., and Indianapolis, Ind., Dr. Huebner 
is expected to give local underwriters, 
in addition to the valuable matter con- 
tained in his lecture, an idea of insur- 
ance conditions and sales viewpoints 
prevailing in the various sections of the 
country visited. 

k * * 

Milwaukee, Wis.—After four months 
of inactivity, during which no meetings 
were held, the Milwaukee association is 
laying plans for its first get-together 
meeting to be held early in January 
Present plans of President E. L. Car- 
son are to begin the new year with a 
lively meeting and to follow through 
with a year of activity. Regular monthly 
meetings will be held at the Republican 
hotel during the spring and summer 

. = SS 

Oklahoma City, Okla. — Announcement 
is made that M. A. Nelson of the 
Equitable agency of St. Louis will ad- 
dress the Oklahoma association at its 
next meeting Dec. 13. 

ix | 

Farge, N. D.—The Fargo association 
will cooperate with other organizations, 
civic, educational and religious, in 
sponsoring Thrift week, Jan. 17-21 








DECREASED COMMISSIONS ON SMALL 
POLICIES NOT GENERALLY FAVORED 








Additional replies to the inquiry of 
THe NATIONAL UNDERWRITER as to com- 
pany practice on small policy commis 
sions are as follows: 

xk * * 

Mutual Benefit Life—Presumably if 
any stich grading of commissions was 
seriously contemplated, it would have to 
go further than a mere reduction for 
$1,000 policies. Otherwise, policies for 
some odd amounts such as $1,050 would 
become very popular. It seems that we 
must not overlook the fact that the 
$1,000 policyholder of today may be the 
$100,000 policyholder of a comparatively 
few years hence. Furthermore, a policy 
of $1,000 may mean more to some bene- 
ficiary than a policy of $100,000 to an- 
other. The average amount of each new 
policy issued by the Mutual Benefit in 
September 1924 was $5,033; but we are 
not inclined to do anything to discourage 
the writing of many policies of $1,000 
each, 

se 

Mid-Continent Life— This company 
has for years paid 10 percent less com- 
missions on $1,000 policies than on 
policies for $2,000 and over. We do not 
believe this provision in agency contracts 
will have much effect on the aggregate 
amount of insurance written either one 
way or the other. The observation has 
been that the agent who produced the 
major part of our business will sell as 
large an amount as possible to each 
individual prospect, but failing to sell a 
policy of $2,000 or more will always 
write him for a less amount if possible, 
even though the commission rate is re- 
duced. We, of course, have had many 
protests on the part of representatives, 
but we do not believe that we have 
ever lost a representative on account of 
the fact that we paid a slightly lower 
commission on $1,000 policies. In writing 
our contracts, the commission scale is 
based on $1,000 policies and this scale is 
followed by a provision that the com- 
missions will be increased 10 percent 
when policies are for $2,000 or more. 
This seems to create in the mind of the 
agent the idea that he is being given 
the advantage of the lower over-head 
on the larger policies in place of making 


| him feel that he is being penalized for 
accepting an application for less than 
$2,000. x * * 

Bankers National, Colo.—This com- 
pany has never had more than one form 
of policy on which the maximum com- 
missions were paid for amount less than 
$2,500. We do permit our men to write 
policies as low as $1,000 on our 20 pay- 
ment life non-participating form and pay 
them a full commission, but when any 
of our other forms are written, the com 
mission is naturally reduced when the 
amount of insurance is less than $2,500 

x 

American National, Tex.—This com 
pany is emphatically against any reduc- 
tion in the commission on $1,000 policies 
Ours being an industrial company, the 
bulk of our business is on this amount 
of policy. 
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Register Life—We do not feel that a 
decreased commission on $1,000 policies 
would cause any increase in business for 
our company. It is our opinion that 
our agents would write a man more than 
$1,000 if he was able to carry it and 
we think that it would be foolish to 
write him more than $1,000 if he could 
rot carry it, as he would probably lapse 
the policy. 


* * * 

Mutual Trust Life—It would seem 
that if a decreased commission could 
be put into effect there would be an 
increase in insurance. It seems obvious 
for the reason that an agent working 
on a commission basis would have the 
way pointed out for increasing his com 
missions and it would naturally follow 
that the agent would write more policies 
for larger amounts. In fact, where the 
minimum insurance policy issued by the 
company is now usually $1,000, living 
conditions and such would seem to war- 
rant the making of the minimum $2,000 

*x 

Northwestern Mutual Life—Inasmuch 
as policies for $1,000 are far below the 
average policy amount, the acquisition 
expense at regular rates is, of course, 
high in proportion, but it does not seem 
that a decreased commission on $1,000 
policies would persistently effect the 












































The Systeman 
Security Holder 


makes an ideal Christmas gift. A high- 
class leather container with the recipi- 
ent’s name stamped in gold upon it, is 
certainly a nice way to “remember” 
your clients and friends—and they'll 
remember you when they need insur- 
ance service. 
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The Systeman Security Holder is de- 
signed to provide a place for insurance 
policies, bonds and other valuable pa- 
pers. Your gift will be in service con- 
stantly. It will be a perpetual adver- 
tisement for you. 


1? 





The Price is $2.25. 

There is a large size at $3.15. 

Liberal quantity discounts. 

Send me the attached slip and look over the Holder. 


r I would like to examine a Systeman 
E. L. KAUFMAN _ | Security Holder. If 1 decide to keep it 
“ ° , I will remit $2.25 within ten days. If 
Room 700, Austin Bldg.  “ not, I will return the holder. 
111 W. Jackson Blvd. 
Chicago, III. 
Telephone Wabash 3933 
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Provident Mutual 


Life Insurance Company of Philadelphia 
Founded 1865 


Pennsylvania. ——— 


Over forty per cent of the new business 
of the Provident Mutual is upon the lives 
of old policyholders who not only evi- 








dence their satisfaction by insuring their 
own lives, but by recommending the 
Company to their friends. 


Especially valuable to the agents of J 
Provident Mutual is the active goog 
of those whose Old Age Endg 
have matured. 
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We have cocaine in Ala., Ark., i. D. S 


inn., N. M., N. C., 


Our Agents Have 


A Wider Field— 





An Increased Opportunity 





Because we have 


Age Limits from 0 to 60. 


Policies for substantial amounts (up to $5,000) for Children on variety of 
Life and Endowment plans, thus enabling parents to buy all of the Family’s 
insurance on the Ordinary, i. e. Annual, Semi-annual or quarterly premium 


plan. 


Participating and Non-Participating Policies. 


Same Rates for Males and Females. 


Double Indemnity and Total and Permanent Disability features for Males 


and Females alike. 


Standard and Substandard Risk Contracts, i. e. less work for nothing. 


THE OLD COLONY LIFE INSURANCE 
COMPANY of CHICAGO 


B. R. NUESKE, President 


Fla., Ga., Ill,, Ia., Kans., Md., Mich. 
. D., W. Va. and Wyo. 











THE MUTUAL LIFE 


The Mutual Life Insurance Company o. New York has a 
record of EIGHTY YEARS of prosperous and successful busi- 
ness. It has passed through panics, pestilence and wars un- 
harmed, and to-day, as a result of eight decades of endeavor, 
offers financial strength, reputation, magnitude, leadership, and 


life insurance service. 


Those considering life insurance as 
a profession are invited to apply to 


The Mutual Life Insurance Company 
of New York 


34 Nassau Street, New York 




















Insurance Record, 1923 


New Insurance . . 
Insurance in Force . 


Increase of $58,623,876 which is 61% 


of the New Business 


New England Mutual Life Insurance Company 


of Boston, Massachusetts 


$ 96,148,025 
719,421,634 
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in Force...... 


$109.37 for eac 


Northwestern National Life 


Insurance Company 
Minneapolis, Minn. 
Low Net Cost 


....- $16,666, 178.00 
....+-$1,427,367.00 
.. .-$191,340,326.00 


100 of liabilities 


t Earned, 1923............6.20% 
Rare 


contracts available in Pennsylvania, Vir- 
liana, and Kansas to men of ability and rec- 
Its in personal production and organization. 
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amount of insurance written in any 


| given period. It seems to me that there 
| is, under the present system, as much 


pressure as can be brought to bear in 
the direction of transforming all $1,000 
cases into $2,000 cases. This pressure 
comes from the fact that the commis- 
sion in dollars and cents is twice as 
great on one as on the other. If that 
does not make the agent write two’s 
instead of one’s, a decreased commission 
on the one would not accomplish the 
same purpose. 
* * 


National Reserve Life—Our top com- 


| mission is paid on all participating 


business. We then make a reduction of 
10 percent for non-participating, 5 per- 
cent when a policy is written for $1,500 
and 10 percent when policies are writ- 
ten for $1,000. 

7. * * 

Franklin Life—The Franklin Life re- 
vised its premium rates during 1923 and 
a readjustment was made in the com- 
mission scale on the policies issued in 
amounts less than $2,000. In general, 
the commission scale on policies of 
$1,000 is 10 percent less than on policies 
of $2,000 or over. Our experience under 
this new rule has demonstrated clearly 
that the reduction of commissions on 
small policies has a tendency to increase 
the average size of the policy. For 
example, during 1923 a portion of our 
business was written under the old rate 
the earlier months of the year, and 
during the latter part of the year was 
issued under the new rate. On the or- 


| dinary life plan, the average policy on 


the old rate where the same rate of 


| commission was paid on all policies was 


$2,819. Under our new rate with 10 per- 
cent reduction in commission on small 
policies, the average amount insured un- 


| der each policy was $3,054. The propor- 


tion of the small policies to the total 
number of policies issued on the old 
rate was about 30 percent. After change 
in premium rates and reduction in com- 
missions, the proportion of small poli- 
cies to the total issued was 37 percent. 
The average commission per policy not- 
withstanding the decrease in premium 
rate and also decrease in commission 
rate showed a substantial increase, the 
increase being 4% percent. We found 
the same experience with the 20 year 
life policies issued in 1923. The propor- 
tion of small policies to the total under 
the old rate was 67 percent and under 
the new rate has been reduced to 54 per- 
cent. The average amount per policy 
increased from $1,682 to $1,916 and the 
commission per policy increased slightly 
over 5 percent. It is no doubt true that 
a part of the increase in the average 
size of the policy is due to the decrease 
in the premium rate, but we _ believe 
that the increase in the average size of 
the policy has in a great measure been 
due to the cutting of the commission 
scale 10 percent on the smaller policies 
as it has forced the agent to solicit his 
applicant for $2,000 rather than for 
$1,000. Of course, our over-head, by 
virtually increasing the average size of 
the policy, has been actually reduced. 
* + . 

Southern Life & Health—A decreased 
commission on $1,000 policies would 
cause our company a loss of business. 
We produce all of our policies through 
industrial agents and naturally the size 
of the policy is small and many men 
who take the $1,000 policies cannot take 
anything else. For that reason we could 
not give a smaller commission on these 
cases than we do on the larger ones, or 
rather we could not leave our commis- 
sions as they are at present and reduce 
them for the ones written at $1,000. 

* * * 

Michigan Mutual Life—lIf the greater 
part of a company’s business be on 
small policies, there would be difficulty 
in obtaining agents at a reduced rate 
of commission, consequently, the amount 
of insurance writen would decrease. 

* * 


Lincoln Liberty, Neb.—We pay more 
commission on policies of $2,000 than 
on policies of smaller denominations and 
the result has been fewer $1,000 policies 





and more policies of $2,000 and over. 
Our experience would lead us to believe 
that decreasing the commission on $1,000 
policies will cause an increase in the vol- 
ume of insurance. In order to get the 
increased commission, the salesmen will 
talk larger policies. They get in the 
habit of talking nothing less than $2,000 
where they know a man can afford to 
buy more than $1,000. It will not cause 
the agent to neglect the small man who 
can afford only a $1,000 policy, because 
the desire for compensation as well as 
the desire to serve will keep the men 
from overlooking any chance of secur- 
ing business. Our men keep in mind the 
fact that they must not oversell a man, 
but at the same time reminded that they 
should not undersell him. As a whole, 
our experience has been so favorable 
that we would not care to go back to 
the old system of paying the same com- 
mission on policies of $1,000 that we pay 
on $2,000 or above. 
* * * 


New World Life—In our opinion a de- 
creased commission on $1,000 policies 
will probably have little effect on the 
volume of business written, although it 
might cause a slight increase, as a re- 
sult of a slightly increased number of 
larger applications, as compared to a 
number of $1,000 applications which will 
not be written. However, we believe 
such a decrease in commission would 
result in a higher lapsation record be- 
cause of over-loading men who really 
cannot afford to pay for a larger policy. 

* * * 


Western Union Life—We believe that 
a decreased commission on $1,000 poli- 
cies would decrease the amount of in- 
surance. We do not for one minute 
contemplate the lowering of commis- 
sions on a $1,000 policy, as we believe 
that the $1,000 policy is the backbone 
of our business. Last year we had one 
salesman who wrote 260 applications, 
most of which were $1,000 policies. 
Every one of these cases written pro- 
vided a new policyholder and we are 
more interested in the number of policy- 
holders than we are in the amount of 
insurance. If they are policyholders they 
are clients. This company is seeking 
clients rather than seeking volume of 
business. If it is a decrease of com- 
missions on $1,000, it would work a 
decided hardship on the small writers 
and to considerable extent on the large 
producer as well. 

+ * * 


Cedar Rapids Life—Reducing the com- 
mission on $1,000 policies would un- 
doubtedly reflect in the lapse ratio. 
There is a class of people who are 
$1,000 capitalists and if written for more, 
it is practically impossible to keep them 
renewing. They would either be neg- 
lected or over-sold and of the two, over- 
selling is undoubtedly the worse evil. 
We find the persistency of business is 
much better where small policies are 
first written and additional policies writ- 
ten from time to time than where larger 
policies are written at the outset. Even 
though the initial cost on small policies 
is somewhat higher, it would seem that 
the applications for $1,000 should be 
welcomed by every company. Certainly 
a better distribution of mortality is ob- 
tained and if the regular compensation 
which the agent would receive in writing 
a $2,000 application in preference to a 
$1,000, commission being the same on 
either, is not incentive enough for him 
to put. forth his best efforts for the 
largest policy + possible, it is doubtful 
whether there would be any increase in 
production by reducing commissions 

* * * 

Home Life, Ark.—A decrease in com- 
mission on $1,000 policies would cause 
an increase in the amount of insurance, 
as agents will regard $1,500 as a mini- 
mum policy to be written. 

* 


Baltimore Life—We do not feel that 
the money saved by reducing agents’ 
diversity of commissions on $1,000 poli- 
cies would compensate for the probable 
dissatisfaction such reduction would 
cause among the agency forces. 
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abide as Gin que ten com ae QE ae 


Can you 
make acalli fora 


nickel? . 








For the Fellow 
who “invests 
his own money” 


For the 
Skeptic 


For the 
Procrastinator 


For the Fellow 
who “has 
enough” 


How many calls can you make in a day? Twenty? 
According to the law of averages you have to make 
that many in order to write one policy. 


Schuppel’s Junior Salesmen will make twenty calls 
for $1.00. Five cents a call! Can you afford to spend 
your time doing this preliminary work on the nine- 
teen men, when you might be selling the one live 
prospect a policy? 


Let these Junior Salesmen do the FOOT WORK. 
You do the HEAD WORK. And you can easily 


Double Your Business 


ers are to carry your name, 
your address and your com- 
pany's imprint. Send these 
mailings out a week apart. 
Let them overcome the pros- 
pect’s opposition. Then call 
yourself and get in a real -in- 
terview. You'll find your ratio 
of calls to apps decidedly bet- 
ter than 20 to I. 


Our new complete mail cam- 
paign is now ready for you— 
four live, interest-compelling 
sales letters each accompan- 
ied by one of Schuppel's Jun- 
ior Salesmen—a little two-col- 
or art folder presenting a con- 
vincing answer to one of the 
standard excuses. These fold- 


SPECIAL PORTFOLIO OFFER 


Send 50c and we will mai] you specia! Portfolio containing a sample of 
each leaflet, specimen letters and valuable suggestions on the use of this 
letter and leaflet campaign, together with quantity prices. If 100 or more 
of the Junior Salesmen are ordered, the 50c will be credited to your order. 


THE NATIONAL UNDERWRITER CO., 1562 Insurance Exchange, Chicago, ll. 

Pease send me your specie) Portfolio, containing samples of Junior Salesmen, specimen 
letters, and quantity prices. I enclose 50c for same, with the understanding that if I order | 
more of the Jumior Salesmen, this 50c will be credited to my order. | 
| 
| 
! 





Do you make use of the medium thru which you 
can reach thousands of interested insurance men? 
National Underwriter want ads are result getters. One 
inch, one column wide, one time, Five Dollars. 1362 
Insurance Exchange, Chicago. 





| 
feature is that this book contains a copy 


of a business will that actually has 
functioned. Its purpose is to show how 
the good-will of a business built up in 
most instances through the constructive 


| ability of one or more members, may be 


protected. 


| 
| 


| The greatest asset of any concern is | 
the brains and experience of its mem- 


bers, and this, the most important of all, 


is often times the only asset that re- | 


mains uninsured. 

All these matters are dealt with in a 
helpful, time-conserving manner in the 
book mentioned above. May we send 
it to you, without any obligation on your 
part? 








Syracuse, N. Y¥.—Much of the discus- 
sion at the convention of the New York 
State Association, held at Syracuse last 
week, centered on the new half-rate for 
the first five years policy. The senti- 
ment the association seemed to be in 
agreement with the resolution adopted 


by the New York City Association, pro- 
testing against the issuance of the form, 
but no formal action was taken. Dele- 
gations were present from New York, 
Albany, Binghamton, Buffalo, Rochester, 
Elmira, Utica, Watertown and Syracuse. 
Donald B. Doan, Northwestern Mu- 
tual, of Binghamton, was elected presi- 
dent of the association at the afternoon 
session, succeeding W. F. O'Connor. 


Life Notes 


Faltysek & Lininger genera) 
agency of the Equitable Life of Iowa 
at Chicago celebrated its second anni- 
versary with a buffet luncheon Monday, 
Dec. 1. 

The medical department of the Pru- 
dential has sent word to the Cincinnati 
office that it will accept the single ex- 
aminations of either Dr. J. B. Meek or 
Dr. C. G. Crisler of Cincinnati or of Dr. 
Cornelius Skinner of Louisville for any 
application up to a total of $100,000 of 
insurance, the age limit of the applicant 
being 561. 


The 








PREPARATION FOR INHERITANCE TAXES 


Value of Life Insurance in Keeping An Estate Intact and Providing | 
Funds for Death Demands l 








HE Travelers has recently reminded 
Tis agents of the value of life insur- 

ance as a preparation for inheritance 
taxes. Some years ago when inheritance 
taxes were of concern only to the very 
rich and when a wealthy man’s estate 
was not subjected to the severe tax 
strain that it suffers today it was com- 
monly remarked that “the only time a 
rich man can afford to die is in a bull 
market.” Today the only time a man 
can afford to die is after he has made 
provision for the payment of inheritance 
taxes. 

Exactions of Serious Concern 


The inheritance tax today affects per- 


sons of small estates as well as the very | 
wealthy. It is true that there are various | 


exceptions in different states, but the 

inheritance tax exactions are of serious 

concern to anyone leaving an estate. 
The executor of an estate is in a very 


{ difficult ‘position if he finds himself with 


| ment, 


EQUITABLE LIFE OF IOWA 


Now Occupies Its 


NEW 18-STORY 
HOME OFFICE BUILDING 


In Des Moines 


an inheritance tax to pay. It is very 
seldom that there is enough cash on 
hand to pay the tax without liquidating 
some holding. If the market is down, 
the executor is forced to sell th: stock 
at a loss. If he waits for the stock to go 
up, the state and federal governments 
press him and they cannot be denied. 


Comment by Elihu Root 


It is best to follow the precept of 
Elihu Root, who says, “I am come to 
the distinct conclusion that by far the 
best and indeed, almost the only prac- 


tical way of guarding against the pos- | 


sible ruinous loss of a forced sale of 
securities for the purpose of paying the 
various estate and inheritance taxes, 
which are being imposed nowadays, 
both by the national and state govern- 
is by means of life insurance; 


which, for a moderate annual payment 
will insure the sum necessary to pay 
such taxes without the sacrifice of the 
securities.” 

Distinct Advantages Seen 


There are five distinct advantages to 
this plan: 1. It makes it unnecessary to 
keep a large amount of cash on hand as 
a safeguard against the time when it 
will be needed for taxes, and thus per- 
mits a man to keep all his capital in- 
vested. 2. It places a sufficient sum in 
the hands of the representatives of one’s 
estate to enable them to meet the neces- 
Sary expenses immediately, and thus 
saves an embarrassment of expecting an 
unnecessary loss on the estate. 3. It 
enables one’s executor to take advantage 
of the discount allowed by many juris- 


dictions for prompt payments, and 
avoid the imposition of penalties for 

mR. 
delay. 4. It averts the forced sale of 


property or securities at an unfavorable 
time to raise money for these taxes, and 
the consequent loss to an estate of the 
sum considerably greater than the ac- 
tual amount paid in taxes. 5. It simpli- 
fies the administration of the estate and 
thus reduces the legal and other ex- 
penses. 


Should Have Additional Insurance 


If the bulk of the estate is life insur- 
ance payable to the wife, or if it does 
not exceed $25,000 expert opinion on the 
matter is not essential. It is desirable 
to buy several thousand dollars life in- 
surance in excess of the amount needed 
to provide the family and have this pol- 
icy payable to the estate to be used to 
pay inheritance taxes and other claims 
which must be settled before the heirs 
receive their share. 














With increased facilities, it is now 
better prepared than ever before 
to render service to its policy- 
holders, agents and friends. 









































Builder's 


Our principal strong point is 
the will to give a service which 
will be appreciated by our own 
staff and respected by others. 


- | || Chicago National Life 
Insurance Co. 
- 202 South State Street, Chicago 


The romance of OPPORTUNITY in 
any city, perhaps, has seldom, if ever, dem- 
onstrated a more striking example of what 
a can be done than is shown by the records 
of the CHICAGO NATIONALE LIFE IN- 
SURANCE COMPANY. Many men in 


Operating in the great State of 
Texas, the Home Office is able 
to render a type of personal 
service to Agents that is un- 
beatable. Writing all modern 
policy forms, the Company of- 
fers choice territory to Agents 
of ability. 


the business and out of it have remarked, 
| “It’s surprising!” 


_| Over 13,000,000 in force—paid for busi- “Conscientious Co - operation 


given Ambitious men, with or 





ent ness—close of 24 months—actual opera- : 
pay tion without previous experience.” 
the 10NS. HOME OFFICE 


F. & M. BANK BUILDING 
Think of the advantage of a connection 


to with a fast growing company like this. Southern Union Life 
er A. E. JOHNSON 


Agency Manager FORT WORTH, TEXAS 

















































































ne’s 
ces- L. Mistrot 
hus Phone Wabash 4583 J Sentiene t- hn reg 
ran 
It 
age 
ris- 
and a a OOO eee — 
: FE A WET a oh Wal s/s _ La N 
— = RX ree «. AS vp. ay SEES ETS EN 1 
able 
th Southl f 
the outniand Lire 
ae . 
ae Uncle Sam and President 
and | C . 
= nsurance Lo. Coolidge Keep Budgets— 
DALLAS, TEXAS 
Why Not You? 
HARRY L. SEAY, President 
ti i _ Vice-President-Elect Charles G. Dawes earned na- 
_ Insurance in force tional acclaim by working out a budget for the United 
1 So, States Government. This was adopted as the only prac- 
able $83,000,000 ea tical plan of reducing unnecessary Federal expenditures 
os is and of knowing the financial status of the nation. 
de R ~” President Calvin Coolidge says that he keeps a per- 
r Admitted Assets Eo sonal budget and runs his home on that basis. He 
d to &G believes in it for himself and for others. 
. x 
ore = — $9,000,000 oy Business men and practical women (of large as well 
eirs A as of small income) have put their homes on the budget 
>, basis, or believe it a good thing to do so. 
| lf h d the bud 
Ls f you have found the budget system easy to operate 
= Advantageous agency contracts open to £4 at home, we believe a copy of the JOHN HANCOCK 
vie : ele day BUDGET SHEETS would interest you particularly 
men of ability and integrity in ~, If, like some others, you believe a budget is too much 
les trouble, then we want you to see how simple is the 
INDIANA iy John Hancock Budget. 
aS _ This would help you to start 1925 along the right 
TENNESSEE te lines. Without charge or obligation a copy will be sent 
4 on request. 
y 
MINNESOTA Aw 
ie) 
. ° , 
Our standards are high, our require- yy Wake CF. 
ments strict, but we can offer remunerative KB 
. . ¢ 
and pleasant agency connections to the right ke LIFE InsuaNee ee CoMPa 
men >N OF BOSTON. MASSACHUSETTS 
A 197 Clarendon Street, Boston, Massachusetts 
’ 
. ver Sixty years in busine N ’ ‘ T 
p Over Sixty years im business. ow msuring over Two 
CLARENCE E. LINZ 3 Billion dollars m policies on 3,500,000 lives. 
Vice-Pres. and Treas. Agency Manager _—" 
i ie CREE RAE | 
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The Hall of Fame 


This beautifully furnished and paneled room 
in the Illinois Life Building was planned solely 
for the comfort and entertainment of visiting 
agents and their wives. 


The frames in the right and left panels at 
the end of the room contain the Honor Rolls for 
the year 1922, the home-office-building year. 
The two pictures in the central panel are of Cal- 
vin Coolidge and Charles G. Dawes, each of 
whom spoke on August 5, 1922, at the Corner 
Stone Laying ceremonies. It was the first time 


that these two distinguished Americans made a 
public appearance together. 


The setting aside of the beautiful Hall of 
Fame for the use of the visiting members of the 
Illinois Life’s agency family is just another in- 
dication of the fact that this Company has not 
yet grown so big that the folks at the Home 
Office have lost that close personal relationship 
and friendship with the men in the field which 
is so much appreciated by that type of man who 
likes to feel that he is working with a company 
rather than for it, 


Illinois Life Insurance Company 
CHICAGO 


JAMES W. STEVENS, Founder 
GREATEST ILLINOIS COMPANY 
Illinois Life Building, 1212 Lake Shore Drive 





The Illinois Life is the Dean of the Illinois Legal Reserve Life Insurance Companies 
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